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up a tree ? 


Increased costs edging you out on a limb? Maybe we can help. 
Records show that our Complete Directory Service Plan 

is operating successfully for independent telephone companies in 
4400 communities. We handle everything. Turn out 


good looking directories . . . with fewer headaches, more income. 


Like to know how? We'll be happy to show you. 


Just call or write our nearest office. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1 Busse Highway © DES PLAINES, ILLINOIS ¢ VAnderbilt 4-2164 
Div Office 
COLUMBIA, Mo. + 811 Cherry Street + Gibson 2-6907 LONG BEACH 15, Calif.- 1775 Ximeno Ave.» HEmlock 3-7441 
DURHAM, N.C. + 108. Parrish Street + Tel: 5133 MADISON, Wisconsin + Tenney Suilding + ALpine 7-1667 
ER Penna. + G. Daniel Baldwin Building + Tel: 2-4187 AN ANGELO, Texa * 110 South Taylor St. + Tel: 6738 
FOF WAYNE a > E. Berry tr t-f r k 477 is KANE, Wash. * 108 N. Washington St. * MAdison 4-4336 


LEXINGTON, Kentucky + 157 Walnut Street - Tel: 4-7626 SPRINGFIELD, Ill. + Myers Bros. Building + Tel: 8-3425 





HYCON-PAGE/ announces Staff Openings 
for Senior Instructors 
| in 
INSIDE PLANT and 
OUTSIDE PLANT 
Installation « Operation « Maintenance 
Business and Accounting Methods 


Hycon-Page is designing and engineering commer- 
cial and military communications systems for areas of 
the free world where such facilities are now inadequate 

or non-existent. The systems will be administered by the 
governments of these areas, and operated and main- 
tained by their citizens. 

These citizens must be trained now, during the de- 
sign and-engineering phases of the projects, in the 
methods and techniques of installation, operation and 

maintenance of modern telephone equipment, and in the 
administrative and accounting procedures necessary to 
the successful operation of a modern telephone business. 


Staff positions are now open on the Hycon-Page 
systems engineering team for men experienced in organ- 
izing courses and instructing in all phases of inside and 

outside plant equipment installation, operation and main- 
tenance, and in telephone business and accounting meth- 
ods. These positions offer rewards in terms of both salary 
and professional status. The work will be in overseas 
areas for periods of 18 to 24 months, and compensation 
includes a 25 per cent overseas salary differential plus 
cost-of-living allowance. A knowledge of French is desir- 
able, though not required. 


We invite inquiries from highly qualified men whose 
telephone background gives them an awareness of the 
problems to be dealt with. We want men whose ability 

will reflect credit upon American know-how, and whose 
integrity will help strengthen the ties between the United 
States and its friends of the free world. 





Please send inquiries, including résumé to: 





G. B. Harris 
75 CAMBRIDGE PARKWAY UNiversity 4-7200 CAMBRIDGE 42, MASS. 
*Hycon-Page Communications Engineers, is a Joint Venture of 
Hycon Eastern, Inc., Cambridge, Mass., and Page Communications 


Engineers, Washington, D. C. 
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Are you selling | 


Each of these “‘packages’”? may mean money in your futut 
. extra revenue you can earn by leasing channels ( 
industries in your area for Telemetering, Remote Contr 
and Supervision, Foreign-Exchange Service, Data Process 
ing, and so on. More and more industrial organizations ¢ 
adopting these modern communications systems in the 
automation programs. They need transmission channels 
and are prepared to pay for them. 
If you intend to get your full share of this new reven! 
NOW is the time to think about it. Let Automatic’s eng 
neers tell you how you can provide the proper channe 





CARRIER “| "> CARRIER > @e carrier 
CIRCUITS FOR ' ; CIRCUITS FOR - CIRCUITS FOR 
REMOTE CONTROL ‘ PRIVATE DATA TRANSMITTING 


CARRIER 
CIRCUITS FOR 


AND SUPERVISION TIE-LINES.. ND PROCESS! S ) ee 


CARRIER : CARRIER 
CIRCUITS FOR : CIRCUITS FOR 
» FOREIGN - EXCHANGE, TELETVPEWRITER 
SERVICE SERVICE 


CARRIER 
CIRCUITS FOR 


J 
Pg ens TELEMETERING | 


LK CIRCUITS 


full line of services? 





utugwith Lenkurt Carrier, using your present wires. 

is t{@ Remember, you can buy Lenkurt equipment in a single, 

ntrgcomplete package—engineered, furnished, and installed— 

cespwith a minimum of trouble and delay. 

s af Let us help you plan to provide all the circuits you need 

the—f[—whenever you need them. We’d like nothing better than 

els#to tackle your specific problems. Just call or write Auto- 
matic Electric Sales Corporation, Northlake, Illinois. 

»u@ (FI limore 5-7111). In Canada: Automatic Electric Sales 

eng@ (Canada) Ltd., Toronto. Offices in principal cities. 

ane! 


| AUTOMATIC <* ELECTRIC 


® 
A m>mber of the General Telephone System - 
One of America’s great communications systems 


ot 










“What's so different about 
Automatic’s Transistorized Repeaters?” 


Maintenance costs are virtually eliminated! 


The AT-2 and AT-3 repeaters use tran- 
sistors instead of vacuum tubes. Tran- 
sistors far outlast tubes, and they’re prac- 
tically free of aging. You can forget about 
vacuum-tube failures. 





You get all the benefits of the negative-impedance principle! 


This provides a low-cost way to boost 
transmission quality on existing marginal 
trunks. And you save costs on new con- 
struction by using smaller gauge cable. 





Automatic’s repeaters consume less power! 


In fact, our transistorized repeater requires 
only 1 watt. Naturally, heat dissipation is 
at a minimum. AT-2 and AT-3 repeaters 
are entirely self-contained; all power is 
supplied by the exchange battery. 


A transistor is only about the size of an 
eraser on a pencil. Eight repeaters, an 
entire bank, can be mounted side-by-side 
on a 19” rack. They’re only 514” high too! 
The AT-2 is a “‘series-type’’ repeater; the 
AT-3 is a “‘shunt-type’’. 





Even if you’ve never used voice frequency repeaters, you 
should have the facts on AT-2 and AT-3 Transistorized 
Repeaters. Just: ask for Circular 1844A. Address: 
Automatic Electric Sales Corporation 

Northlake, Illinois 

Or Call Fillmore 5-7111. 









rNtb ve) P-Wale a ELECTRIC 


A member of the General Telephone System 
One of America’s great communications systems 
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A New Package 


This new “merchandising package” 
is designed to promote the use of 
telephone service in motels and 
hotels. It’s not a package done up 
in tinsel and fancy paper, but a 
highly integrated endeavor aimed 
at placing a telephone in every 
motel room. With 56,000 motels in 
the United States accommodating 
about a million people every night, 
the motel telephone market is 
a big and important “Revenue 
Booster.” 


Prevention of Fires 


Damage to telephone buildings and 
equipment as a result of fires has 
amounted to hundreds of thousands 
of dollars and caused serious serv- 
ice disruptions. Of course we hope 
fire will never hit your place, but 
since we believe a word in time 
may save a catastrophe we recom- 
mend careful study of the precau- 
tions described in this first section 
of a two-part article on fire pre- 
vention. 


Extended Area Service 31 


What are the important factors to 
be taken into account in reaching 
a decision on extended area serv- 
ice? In this timely article the gen- 
eral rate engineer of the Illinois 
Bell Telephone Co. describes the 
factors, the activities to be under- 
taken, and the features to be 
considered. 


The Harried Hippopotamus 38 


This article started building itself 
when an attractive young lady 
called the manager a “hippopota- 
mus” because he could not provide 
her with a single-party line. The 
name-calling episode sent the man- 
ager to his dictionary. What he 
discovered inspired an article which 
may stimulate you into making 
greater profits. 


Editorial & Business Staff 


Ray W. Smith, Editor — Roy F. Smith, Advertising Director 
Dona!d C. Sorensen, Advtg. Mgr. — John G. Reynolds, Managing Editor 
John S. Reed, Technical Editor — Richard A. Reynolds, Production Mgr., 
Emily Budde, Editorial Assistant — Betsy Taylor, Advertising Assistant, 

Betty Schroeder, Office Mgr. — Pat Lawhorn, Circulation Mgr. 
Roland Davies and Fred Hencke, Washington Bureau 


Advertising Representatives 


WEST COAST: Keith H. Evans & Associates, 
3723 Wilshire Blvd., Los Angeles 5, Calif. 
Telephone: DUnkirk 2-8981, 
593 Market St., San Francisco 5, Catif. 
Telephone: YUkon 2-4280. 


SOUTHWEST: Ed Whetzle, 
923 Cardova Ave., Dallas 23, Texas. 
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NEW YORK State Telephone Association Officers and 
Directors are pleased by the newspaper coverage given 
the 35th Annual Convention. Seated: (I. to r.) WILLIAM 
A. SEELEY; Vice President ALBERT N. SEWARD; President 
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Drop Wires 


Twisted Pair 
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Parallel Reinforced 


Parallel Figure 8 


DISTRIBUTED BY 


Mewoce.;.. 


KELLOGG SWITCHBOARD 
AND SUPPLY COMPANY 


K Division of International Telephone 
* and Telegraph Corporation 


MANUFACTURED BY 


GENERAL 
INSULATED 
WIRE WORKS, 
INC. 


PROVIDENCE 5, R11 
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COMING 


ALASKA Independent Tele- 
phone Association, Elks 
Lodge, Kodiak, Aug. 26-28. 


TENNESSEE Telephone Associ- 
ation, Hermitage Hotel, 
Nashville, Sept. 12-13. 


ARKANSAS Telephone Asso- 
ciation, Arlington Hotel, 
Hot Springs, Sept. 16-17. 


MICHIGAN Independent Tel- 
ephone Association, Hotel 
Pantlind, Grand Rapids, 
Sept. 17-19. 


ROCKY MOUNTAIN §Tele- 
phone Association, Hotel 
Utah, Salt Lake City, Sept. 
18-20. 


WEST VIRGINIA Independent 
Telephone Assn., Blackwa- 
ter Lodge, Davis, Sept. 30- 
Oct. 1. 


NORTH CAROLINA Independ- 
ent Telephone Associa- 
tion, Carolina Hotel, Pine- 
hurst, Oct. 3-4. 


UNITED STATES Independent 
Telephone Association, 
Conrad Hilton Hotel, Chi- 
cago, Oct. 14-16. 


VIRGINIA Independent Tele- 
phone Association, Roan- 
oke Hotel, Roanoke, Oct. 
24-25. 


SOUTH CAROLINA Independ- 
ent Telephone Association, 
Clemson House, Clemson, 
Nov. 4-5. 


ALABAMA-MISSISSIPPI  Tele- 
phone Association, Thomas 
Jefferson Hotel, Birming- 
ham, Nov. 11-12. 


CONVENTIONS 


GEORGIA Telephone Associ- 
ation, Radium Springs Ho- 
tel, Albany, Nov. 13-14. 


OKLAHOMA Telephone Asso- 
ciation, Huckins Hotel, 
Oklahoma City, Nov. 21-22. 


FLORDIA Telephone Associa- 
tion, The Balmoral, Bal 
Harbour, Miami Beach. 
Dec. 2-3. 


LOUISIANA Telephone Asso- 
ciation, Jung Hotel, New 
Orleans, Feb. 12-13, 1958. 


MINNESOTA Telephone As- 
sociation, St. Paul Hotel, 
St. Paul, Feb. 17-19, 1958. 


TEXAS Telephone Associa- 
tion, Baker Hotel, Dallas, 
March 3-4, 1958. 


KENTUCKY Telephone Asso- 
ciation, Phoenix Hotel, 
Lexington, March 4, 1958. 


IOWA _siIndependent _Tele- 
phone Association, Hotel 
Fort Des Moines, Des 
Moines, April 8-9, 1958. 


NEBRASKA Telephone Associ- 
ation, (Hotel not announc- 
ed), Omaha, April 22-23, 
1958. 


WISCONSIN State Telephone 
Association, Hotei and lo- 
cation to be announced. 
May 14-15, 1958. 


ILLINOIS Telephone Associa- 
tion, Hotel Pere Marquette, 
Peoria, May 21-22, 1958. 


PENNSYLVANIA Independent 
Telephone Association, 
Bedford Springs Hotel, 
Bedford, May 26-28, 1958. 


NEW YORK Telephone Asso- 
ciation, Scaroon Manor, 
Schroon Lake, June 16-18, 
1958. 
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Anaconda Aerial Cable—51 pairs of 22 gauge, and 202 pairs of 22 gauge—was installed at Palmer, 


Alaska, by Bonneville Construction Co., Idaho Falls, Idaho, for the Matanuska Telephone Association. 





QPERATION NORTH-COUNTRY 





At Palmer, Alaska, Anaconda Aerial 
Telephone Cable is installed 
\laska is one of the last great frontiers. But it’s a 
frontier with a difference—a frontier with automo- 
biles, airplanes . . . and the telephone! 

In rich Matanuska Valley, for example, the Mata- 
iuska Telephone Association has just completed a 





modern dial system for 600 subscribers in and around 
the town of Palmer. 

For the job, cable tough enough to withstand 
\laskan cold, snow and wind was needed. The choice: 








Anaconda polyethylene insulated and jacketed aerial 
telephone cable, Ty pe ATC-AD. It really stands up 
when temperatures go down. 

Whatever your needs, you too will find a good an- 
swer to your problems among Anaconda 1) Aerial and 
Duct Cable, 2) Self-supporting Cable, 3) Direct 
Burial Cable, 4) Rural and Urban Distribution Wire, 
and 5) Anaconda Paper-lead Cable. 

Phone or write: Anaconda Wire & Cable Company, 
25 Broadway, New York 4, N. Y., or any of our 27 Dis- 
trict Offices. There’s a qualified te lephone-c cable expert 
ready to help you. ase 


S PHONE THE MAN FROM ANACONDA’ 
FoR TELEPHONE CABLE 








INDUSTRY 


NEWSLETTER 





No Slow-Down In Sight 
AST MONTH A. T. & T. Pres. Frederick R. Kappel 


told AT&T shareowners, “There is no let-up in ac- 
tivity in the telephone business. People want more and 
more service, growth is rapid, and this calls for con- 
tinuous large-scale construction and new financing. To 
maintain and improve earnings the Bell companies are 
pressing in many areas for increases in telephone rates. 
These are needed to assure successful financing, to pro- 
tect the savings invested in the business, and to promote 
full progress in service.” - 

Mr. Kappel reported that in the second quarter of 
1957, the increase in telephones was close to 700,000 
and the number of long-distance conversations was about 
7 per cent greater than a year ago. Bell System earnings 
for the 3-month and 12-month periods ending May 31, 
1957 were $3.31 and $13.13, respectively, per share of 
A.T.&T. stock. 

So far this year the System has sold $530 million of 
bonds and plans have been announced for the sale of 
$250 million more. Other debt issues are contemplated. 

“The high cost of money,” Mr. Kappel stated, “along 
with the continuing increase in other costs, emphasizes 
more than ever the need for telephone rates that pro- 
duce good earnings. At present the rate of earnings on 
the total capital invested in the Bell System is 6.8 per 
cent. We are convinced the rate should be higher and 
are working to that end... .” 


REA Loan Report 
EA LOANS TO EXTEND and improve rural tele- 


phone service went to 213 systems in 39 States 
during fiscal year ended June 30, 1957. At close of fiscal 
year REA had 551 telephone borrowers; telephone 
systems had built or were building facilities to bring 
initial or improved service to 863,000 subscribers. Loans 
made during fiscal year will provide new or improved 
telephone service, all dial, for 174,600 subscribers. 


Rate Adjustments 
OUTHWESTERN Bell Tel. Co., asked Arkansas Pub- 


lic Service Commission to approve proposed tariff 
revisions providing for enlargement of base rate areas 
in 43 exchanges, and revisions of miscellaneous charges, 
with no substantial change in revenues resulting from 
both increases and decreases in company’s revenues 
under the tariffs. Installation charges on residence ex- 
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tension telephones will be 50% less when extensions 
are installed simultaneously with main telephone, and 
spring cords — formerly installed for $2 — will be 
made standard equipment on all new installations. En- 
largement of base rate areas will eliminate mileage 
charges for 4500 customers and reduce them for sev- 
eral hundred others. Other proposed revisions request 
boosts ranging from 25 cents to $1.50 on installations, 
moves, and changes, and increases on plug and jack, 
long cord, and other miscellaneous equipment installa- 
tions . . . Increases in annual depreciation charges for 
four Bell System operating companies, based on re- 
views of estimated service lives and other factors, were 
prescribed by FCC July 11. Revisions reflect both re- 
ductions and increases in individual class rates, Com- 
mission said, but overall effect represents net increases 
in annual depreciation charges of $1,642,700, or 5.2%, 
for New England Tel. & Tel. Co.; $315,000, or 4%, for 
Indiana Bell Tel. Co.; $1,900,000, or 5.89%, for Illinois 
Bell Tel. Co.; and $545,000, or 6% for Wisconsin Tel. 


Gilroy Tel. Reduces Rates 
* AST MONTH the Gilroy (Calif.) Tel. Co., with the 


approval of the California Utilities Commission 
reduced its rates. Doctor Elmer J. Chesbro, pres. of Gil- 
roy Tel., said the rate reduction of 35 cents per month 
on all classes of residential service was granted volun- 
tarily by the company. The rate reduction will reduce 
company revenues by approximately $10,300 per year 
to produce return of nearly 7%. 


Electronic Conference 





ROGRAM for Western Electronic Show and conven- 

tion to be held in San Francisco Aug. 20-23 will 
include presentation of 225 technical papers during 48 
technical sessions. Subjects to be considered at various 
sessions include: transistor circuits, microwave com- 
ponents, computer systems, communications systems 
engineering, military research requirements and _ ve- 
hicular communications. Leaders from both industry 
and the military will serve on the panels at the sessions. 


Financial 


ESTERN Carolina Tel. Co., Weaverville, N. C.. 
authorized by N. C. State Utilities Commission to 
sell $600,000 of its first mortgage bonds. Company 











plans to sell bonds, bearing 5% interest and due in 
1982, for purpose of refunding short-term bank loans 
obtained to finance expansion and improvement of 
its service . . . Wisconsin Tel. Co. accepted bid of 
Halsey Stuart & Co., Chicago, for purchase of 30 mil- 
lion dollars of its 35 year debentures. Halsey Stuart 
bid was 100.511 for 414% coupon to maturity. It is 
expected issue will be reoffered publicly at 101.25 to 
yield 4.439. Securities are callable at 110 for first 
five years and at declining scale of prices thereafter. 


REA Loans Loans 
) Fee MONTH REA approved the following loans to 


Independent telephone companies and cooperatives 

. . West River Mutual Aid Tel. Corp., Hazen, N. D.: 
$255,000, fifth loan. Oscar Carlson is pres. of West 
River cooperative and Donald H. Brooks is manager 
Southwest Oklahoma Tel. Co., Duke, Okla.; 
$102,000, second loan; W. T. Green is pres., and mgr. 
of Southwest Oklahoma Tel. Co. . . . Farmers Mutual 
Tel. Co. of Allen, Ranson, Ill.; $136,000, first loan 
Floyd G. Porter is pres. and mgr. of Farmers company 
. Lime Springs Tel. Co., Ric eville, Ia.; $196,000, sec- 
ond loan: C. C. Pearce is pres. and mgr., of Lime 
Springs Tel. Co. . . . Somerset Tel. Co., Embden, Maine 
(mailing address: North Anson) ; $976,000, first loan. 
Kenton E. Quinn is pres. and gen. mgr. of Somerset 
Tel. Co. . . . Melrose Tel. Co., Melrose, Minn.; $1,251.- 
000, first loan. Leonard H. Arvig is pres. and mgr. of 
of Melrose Tel. Co. . Citizens Tel. Co., Brevard, N. 
C.; $638,000, first loan. Charles W. Pickelsimer, Sr., is 
pres., and his son, Charles W. Pickelsimer, Jr., is mgr. 


New Owners 


INNESOTA TEL. CO. purchased  Ericsburg 

(Minn.) Tel. Exchange . . . Chesapeake & Potomac 
Tel. Co. of Va. will purchase Bent Mountain Mutual 
Tel. Co. Company serves about 160 rural subscribers 
in Franklin and Boyd counties, Va. . . . Souris River 
Telephone Mutual Aid Corp., Minot, N. D. will pur- 
chase: Donnybrook & Aurelia Tel. Co., Donnybrook; 
Sawyer Tel. Co., Sawyer; New Iota Flats Tel. Co., Max; 
and South Prairie Tel. Co., Minot . . . Southwestern 
Bell Tel. Co. to purchase Mulvane (Kans.) Tel. Co. S. 
W. Bell will pay $100,000 for property which serves 
820 subscribers near Wichita . . . FCC certified South- 
western Bell’s proposed acquisition of Watson (Kans.) 
Mutual Tel. Co. for $3000 . . . FCC granted public 
interest certification to Chesapeake & Potomac Tel. Co. 
of W. Va. for its proposed acquisition of Duncan Tel. 
Co.’s Inwood, W. Va. properties for $225,000 
aig Bell Tel. Co. will purchase properties of Hanna 
City (Ill.) Swhd. Co. 


Deaths 


RANK A. COWAN, assistant director of operations, 

American Tel. & Tel. Co., Long Lines Dept., died 
June 21 after a short illness . . . C. F. Fairly, retired 
Western District Manager, Kellogg Switchboard and 
Supply Co., died in Los Angeles on June 7. Known as 
“Ping” to his many friends throughout the telephone 
industry, he retired December 31, 1956, after 46 years 
with Kellogg. 
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Acousti-Booth 


Talk and hear on the telephone—in 
Effective Quiet. “HEAR-HERE” Tele- 
phone Booths are acoustically cor- 
rected to eliminate interfering noises 
from the shop, office machines, pass- 
ing trains and other traffic. You feel 
like you are stepping into another 
world when you step into a “HEAR- 
HERE” Acousti-Booth. 


And notice! 

®@ No Doors — always fresh air 
@ No Corners — to collect dirt 
® No Glass — to break 


There’s a model for every type of 
location. 


Performance Guaranteed 


Write for Catalog Bulletin 


Architectural Products Division of 














5952 Northwest Highway, a 31, 


Manufacturers of 3-Way F 


and Acousti-Booth 


READ AT A GLANCE 
INSTANT RESPONSE 
& 

HUSKY CONSTRUCTION 


PROVIDES MANY YEARS 
OF REAL SERVICE 


2 
Dillon STAINLESS 
STEEL TEMPEROMETER 


One of the handiest, most 
dependable ‘‘tools’’ in any 
cableman’s kit. Stainless 
steel construction defies 
rough treatment and makes 
these precision units practi- 
cally indestructible. Outlast glass thermometers many 
times over. Range is 200 to 1000° Fah. Dial diameter is 
214”. Stem length is 734”. Furnished with handle. Decide 
today to eliminate porous cable joints. Accurate Dillon 
Temperometers cost very little yet offer real insurance 
against this hazard. Dial shows recommended tempera- 
ture for wiping solder, paraffin, impregnation waxes, etc. 


Satisfied owners in the telephone and util- 
ity fields specify Dillon Temperometers as 
standard equipment. Shipment is from 
stock at the factory or orders may be } 
placed with leading jobbers. Illustrated 
bulletin upon request. No obligation! 


W.C. DILLON and CO., INC. 


14594AA Keswick St., Van Nuys 40, Calif. 
(Suburb of Los Angeles) 


COUNTLESS 
THOUSANDS 
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| You can get everything— 


- and we mean everyt hing- 
at A.E.! 


a 


2 
ik 


& 


That’s right! We stock many hundreds of different sizes 
and types of pole line hardware items at each of our 
conveniently located warehouses. This means you save time 
and money when you order from us. 

You save time because we ship everything you order right 


from our warehouse—in time to meet your schedule. 








4 a You save money because you pay freight charges on one 
a a shipment instead of several. 

Tf oS Hundreds of telephone companies use our efficient supply 
fe 4 service. They prefer dealing with telephone men who 

ie g understand their problems. So will you, once you try us. 

4 = Just call your friendly Automatic Electric representative 


ore 

‘ 

ay ae 
tise 


i ij or your nearest A. E. Sales Corporation warehouse. 
: = 
fe a 
Ba Automatic’s 5 friendly warehouses: 
> i 
: ce George Ferguson, Mar. ‘‘Michie’’ Hester, Mgr. Ed. J. Chok, Mor. Fran Batcher, Mgr. Robert Miller, Mor. 
ie <a 1033 W. Van Buren St. 2915 Moore St. 2360 N. W. Quimby St. 158 Corliss Avenue 202! Main St. 
“a 4 Chicago 7, II. Richmond 21, Va. Portland 19, Ore. Johnson City, N. Y. Kansas City 8, Mo. 
al a HAymarket 1-4300 Tel. 6-9280 CApital 3-7244 Binghamton 7-8507 HArrison 1|-4720 
t 7 
F 
X 
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A member of the General Telephone System 
{ : One of America’s great communications systems 





WASHINGTON 


NEWSLETTER 





“Living Up To Its Billing” 


HE FEDERAL Communications Commission’s over- 

all hearing on policy matters and allocations in the 
microwave area of the radio spectrum (above 890 mega- 
cycles) has lived up to its billing as one of the most 
important cases to come before the Commission in 
years, with its overtones of common carrier vs. private 
system operation. 

It has become clear, however, that many of those 
interested in the care and feeding of private systems — 
equipment manufacturers, associations, and others — 
are not entirely happy with the way the sessions have 
gone to date. 

This is in no sense a prediction as to the ulti- 
mate outcome of the proceeding, but an observa- 
tion of two handicaps under which those most 
actively supporting private systems are working 
under — lack of experience with actual operation 
of microwave systems, which tends to make their 
testimony more along the “we believe” line than 
the “we can demonstrate” approach; and the fact 
that some organizations have proved to be slight- 
ly less anxious to operate wholesale private 
systems than had been previously expected. 

The second point has cropped up in two ways — 
testimony by witnesses that the intentions of their or- 
ganizations in the private system field are limited, and 
non-appearance by groups scheduled by the Commission 
to give verbal testimony. 

Non-appearances reached such a point several weeks 
ago, when the National Association of Manufacturers 
was the only one of five groups on the schedule to show 
up, that the FCC called an emergency conference to fix 
the slate for the remainder of July. It then came out 
with a new lineup, still sticking to the position that the 
hearings were to be completed in July except for an 
appearance by the Radio-Electronics-Television Manu- 
facturers Association scheduled for September. 

FCC General Counsel Warren E. Baker, pre- 
siding over the conference, said once more in 
response to questions that the only thing which 
can come out of the current hearings is proposed 
rulemaking, on which comments must be solicited 
by the FCC, and that parties to the current legis- 
lative-type hearing will “have another shot” at 
any new rules before they are made final. 

This statement may not be precisely correct, 
in that the Commission has pointed out that it 
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could conceivably issue policy declarations with- 
out any change in the present rules, but it did 
serve as a guide to present Commission thinking 
on the subject. 

Appearing for the NAM Committee on Manufacturers 
Radio Use, Victor G. Reis of the Bethlehem Steel Co. 
made two main points: (1) that the manufacturers be- 
lieve private users should be allowed to operate their 
own microwave systems or use common carrier facili- 
ties as they choose; and (2) as a practical matter, 
primary use by the manufacturers of private microwave 
systems would be on a short-haul or regional basis, 
and long-haul systems would not be “economically 
feasible.” 

Mr. Reis declared, in discussing allegations of 
possible “‘cream skimming” by private systems, 
that “We are not willing to guess in advance that 
the common carriers would lose any significant 
revenues to private microwave systems, and espe- 
cially not in the overall national picture .. . 
(One) factor to be taken into account is the 
limited area in which a private microwave system 
could be constructed and operated on a favorable 
economic basis. The microwave systems of manu- 
facturing companies would be essentially local 
in nature. Private transcontinental systems are 
not for us.” 

The NAM spokesman stressed the view that the 
benefits of microwave operation — lower circuit costs 
and improved techniques, among others — will be 
available to the manufacturers only if “the Commis- 
sion gives the right to build our own systems.” 

In a later session of the hearing, five spokesmen for 
the National Retail Dry Goods Association, seeking the 
use of microwaves by large retailers to link main stores 
with branch outlets and warehouses on an_ intracity 
basis on frequencies above 10,000 mc, outlined principal 
requirements for lower-cost credit authorization com- 
munications between stores, other business machine 
operations, and coordinated control of delivery vehicles, 
stemming from the growing trend toward retail de- 
centralization. 

It was said that “One good example of the 
need of the retailing industry for private com- 
munications facilities is shown by the growing 
necessity for connecting physical plant, such as 
distant outlying warehouses, garden shops, 
furniture display rooms, and suburban stores, 
with central offices. In a great many cases, the 














“ 
a 
a 


cetailing outlets concerned have their own priv- 
ately-installed dial systems using such equipment 
as that supplied by the Kellogg Switchboard & 
Supply Company. In cases where such private 
equipment is employed, communications com- 
mon carriers will not allow interconnection, and 
permitting the licensing of private microwave 
systems would fulfill a real need for such inter- 
connection.” 

For the varied industries represented in the Special 
Industrial Radio Service Association, it was said that 
“quite candidly, no widespread interest (in microwave) 
has yet developed” among the SIRSA members, but 
the association believes “the day will come when a 
segment of our membership will have an active interest 
.. . for some purposes.” It was said that the “present 
status” of FCC policy “concerning microwave for spe- 
cial industrial licensees” may be responsible for the 
lack of “active consideration by many potential users, 
since even preliminary engineering for microwave 
systems is costly, and the uncertainty of engineering 
such systems makes investment imprudent under present 





conditions.” 

One appearance in connection with the SIRSA testi- 
mony came from the Minute Maid Corp., whose two- 
year-old applications for an eight-station microwave 
system to tie together the company’s fruit processing 
plants in Florida and serve in connection with extended- 
range VHF mobile radio coverage constituted one of | 
the major factors leading to the FCC’s scheduling of 
the microwave hearings. 

In general, Minute Maid witnesses aimed their fire 
at the company’s experience with the Southern Bell 
Telephone & Telegraph Co. and Independent telephone 
companies in its area in attempts to get communica- 
tions facilities which it regards as suitable. 

At the conclusion of the Minute Maid appearance, 
presiding Commissioner Rosel H. Hyde ruled in favor 
of an American Telephone & Telegraph Co. request that 
it be allowed to present an evidentiary statement in 
rebuttal to the Minute Maid allegations. 


New FCC Commissioner 


N AN ACTION which took Washington observers 

completely by surprise, President Eisenhower has 
nominated Frederick W. Ford, former FCC Broadcast 
Bureau staff member and since 1953 an official of the 
Department of Justice, to a seven-year term ending 
June 30, 1964, on the Commission. 

News of Mr. Ford’s nomination was greeted en- 
thusiastically by his former associates on the FCC staff, 
who have a high regard for his ability and integrity. 

Mr. Ford is a Republican, and a native of West 
Virginia. His selection continues the 4-3 political 
party balance on the Commission. He practiced 
law in West Virginia for five years before coming 
to Washington in 1939 with the Federal Security 
Agency, and was with the Office of Price Admin- 
istration before and after his World War II serv- 
ice in the Army Air Forces. 

After serving with the FCC from 1947 to early 1953, 
he joined the Justice Department. Lately, he has been 
serving as Assistant Deputy Attorney General, under 
Deputy Attorney General William B. Rogers. well 
known as a close associate of Vice President Nixon. 
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Sales, technical and factory people 
are a close-knit group at Kennecott! 
They’re experts at working together 
without fuss or delay, producing tele- 
phone cable to customers’ specifica- 
tions. This flexible organization of 
specialists has a wealth of practical 
know-how on tap. You know the 
cable they make for you will stand 
the test of time. You see, lines of 
Kennecott Telephone Cable have 
been delivering fine service since 
1897! Call the Chase sales office near 
you for full details. 


IT’S 


~ KENNECOTT 





TELEPHONE 
CABLE 





CHASE BRASS & COPPER CO., WATERBURY 20, CONN. 
DISTRIBUTOR FOR 


KENNECOTT WIRE & CABLE CO. 


SUBSIDIARIES OF KENNECOTT COPPER CORPORATION 


CHASE WAREHOUSES and OFFICES: 


Atlanta Cincinnati Grand Rapids Milwaukee New Orleans St. Louis 
Baltimore Cleveland Houston Minneapolis Philadelphia San Francisco 
Boston Dallas Indianapolis Newark Pittsburgh Seattle 
Charlotte Denver Kansas City, Mo. New York Providence Waterbury 
Chicago Detroit Los Angeles (Maspeth, L.|.) Rochester 








SPINNING 


EQUIPMENT CO. 
3100 TOPEKA AVE. 


TOPEKA KANSAS 


OVERSEAS SALES 


tate of New York 
eWUR cela alohalam Si: tas alaitet a Gel alol ole! 


son Corp. 














Committee at Work 





OHN BROWN COOK, president of 

the Whitney Blake Co., New 
Haven, Conn., is Chairman of the 
Entertainment & Banquet Committee 
of the United States Independent 
Telephone Association for the com- 
ing convention of USITA in Chicago 
this coming October. During July he 
called a meeting of his Committee to 
plan the program. A nationally known 
artist will be the headline attraction 
and we regret we cannot give you 
the name. We can inform you the 
Committee has completed its plans 
and we think it will be the best enter- 


| tainment and banquet in the 60 years 


of the USITA. 


'Edmond G. Benoist 


HE telephone industry was sad- 
dened July 12 by the news of the 
accidental death of Edmond G. Ben- 


| oist, vice president and general com- 
| mercial manager of Automatic Elec- 





| tric Co. Edmond was driving through 


a heavy rainstorm to visit his par- 
ents who have their summer home 
in Michigan and collided with a 
moving freight train. 

Son of a pioneer telephone man 
who once was president of the Auto- 
matic Electric Co., Edmond spent all 
of his business life with that com- 
pany. His death occurred the same 
evening of the very heavy rainstorm 
that caused so much damage to Chi- 
cago and surrounding areas. 


Good Publicity 

URING JUNE the Traffic Com- 

mittee of USITA met here in 
Chicago and for a change the Chicago 
newspapers covered the meeting thor- 
oughly. Writing in “The Chicago 
American,” George Murray authored 
quite a story on the Independent 
telephone industry. Since the national 
advertising program was started by 


ACROSS THE EDITOR’S DESK 





USITA, and Leon Roberts added to 
its staff, we have noticed our industry 
receiving a much better press than 
formerly. We have no doubt that this 
type of publicity can be of much 
value to our industry. 


Bill Randall 
NOTHER pioneer has reached 


retirement with 55 years of serv- 
ice. W. O. (Bill) Randall, district 
manager at Jacksonville, Ill. of the 
General Telephone Co. of Illinois, 
was honored at a retirement dinner 
on June 26. Bill served in many sec- 
tions of our country during his career 
but settled in Jacksonville during the 
middle 30s. 


Bill Driggs 

ILL DRIGGS, the author of the 

feature article in our last issue, 
is moving back to Illinois from New 
York where he has been serving as 
engineering director of General Tele- 
phone Corp. Bill has been named 
operating vice president of the Gen- 
eral Telephone Co. of Illinois and will 
office in Springfield. A number of 
changes have been announced by 
General Telephone and are carried 
in another section of this issue. 


MTA Newsletter 
E EXTEND our greetings and 


congratulations to the Missouri 
Telephone Association on the brand 
spanking new “MTA Newsletter.” 
Number 1 was received in Mid-July 
and we were happy to see and read 
the 6-page inaugural issue. Attached 
to the Newsletter was a copy of the 
Proclamation of Independent Tele- 
phone Week set for September 8-14 
signed by Governor J. T. Blair Jr. 
We have also received proclamations 
from Maryland, Indiana, and Ten- 
nessee. Those of you in other states 


better get busy with your governors! 
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PEOPLE 
IN THE NEWS 














ie en ie aed] 


LEON E. BROOKHART has 
been appointed Public Relations 
Director for General Telephone 
Co. of Ohio and for Ohio Con- 
solidated Telephone Co. Brook- 
hart is being transferred from 
the General Telephone Co. of 
Calif., where he has had vari- 
ous assignments in the Public 
Relations and Commercial De- 
partments since August, 1939. 
He will make his headquarters 
at Marion, Ohio. 





DIAMOND JUBILEE 
P CONVENTION 
eae ee ee eee Plan to Attend USITA‘s 60th 


HONORARY DOCTOR OF LAWS degree is conferred on Aubrey Ward- Anniversary Convention, at 

man (second from left) by Dr. Paul S. Smith (left), Whittier College i 

president. Donald B. Spitler, superintendent of the California Yearly Conrad Hilton Hotel, Chi- 

Meeting of Friends, and Preston Hotchkis, chairman of the investment cago, October 14, 15, 16. 

committee of Founders Insurance Co., await their turn to receive the 
honorary hood. — (Whittier News photo) 















GENERAL TEL. ANNOUNCES EXECUTIVE CHANGES: The following organizational changes in the General 
Telephone System have been announced by Donald C. Power, president: THOMAS A. BOYD (left) who has 
been senior vice president of General Telephone Corp. has been named executive vice president-administration. 
LESLIE H. WARNER (center) formerly president of Automatic Electric Co., Chicago, was named executive vice 
president-manufacturing, of General Telephone Corp. Mr. Warner will make his headquarters in New York City. 
Succeeding Mr. Warner as president of Automatic Electric Co. is HERBERT F. LELLO (right) who had 


previously been executive vice president of Automatic Electric Co. 
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Defining 
6500 Terms commonly 
used in Electronics 


and related fields 





Here is a well-illustrated dictionary con- 
taining clear-cut and accurate defini- 


tions of nearly 6500 terms used in radio, | 


television, industrial electronics, com- 
munications, facsimile, sound recording, 
etc. This compilation of authoritative, 
readily understood definitions constitute 


the most comprehensive dictionary of its 


type available. There are more than 
600 appropriate diagrams and sketches 
to illustrate the principles and equip- 
ment described. 


ELECTRONICS 
DICTIONARY 


By NELSON M. COOKE, Lieutenant Com- 
mander, U.S.N. (Retired); Presdent, Cooke 
Engineerng Company; Senior Member, In- 
stitute of Rudio Engineers, and JOHN 
MARKUS, Assocate Editor, Electronics. 


433 pages, 534 x 834, over 600 Illustra- 
tions, $6.50 

This comprehensive glossary should be 
of constant usefulness to electronics en- 
gineers, and to all who refer to electrical 
engineering terms in the course of their 
work. The definitions have been so 
written as to be of value to the most ele- 
mentary technician or to the advanced 
radio engineer. Each definition is not 
only precise and accurate, but, in most 
instances, complete in itself. 


Comprehensively covers 
terminology in the fields of 


Radio 

Television 

Industrial electronics 

Photoelectric controls 

Safety devices and intrusion detectors 
Medical electronics 

Communications 

Facsimile 

Sound recording 

Electronic heating 

Electronic welding 

Electronic motor control 

Long-distance telephone and telegraph 
and includes as well available material on 
Military electronic equipment 

Radar 


Order from 


EDUCATIONAL DIVISION 


Telephone Engineer Publishing Corp. 


z 


OUCDEOEUDEDEADEAEEAESERULESEEDEODOSEDEEDEDEOTE EA DEODERODUDES SUPE OUT EEDA TEEAUDEETEE DEER DEDUE DE OU TREO DEE EAERO EERE DEORE DEE SEDER DETER TER DEDOSEEOEOEE GOCERURUDOODESEOROSEEADODSIPSOCUEUTOSEODEOEEOEOTEOOU TERUG STEN OEE EET) 


REVENUE 





BOOSTERS 





“A New Package” 


“Telephones in every room”’ is the goal of new sales program. 


UST a few months ago the 

Bell System initiated its sec- 
ond “merchandising package” 

a package designed to pro- 

mote the use of telephone serv- 
ice in motels and hotels. What 
this means is not something ac- 
tually done up in tinsel and 
tissue paper, but a highly in- 
tegrated endeavor  imvolving 
market research, advertising, 
creation of promotional mate- 
rials, and plenty of old fash- 
ioned selling. Bell’s first such 
package, “Flowers by  Tele- 
phone” is now well over a year 
old and a resounding success. 

Both these programs repre- 
sent the Bell System’s attempt to 
anticipate the desires and needs 
of the public in an effort to 
provide more and better serv- 
ice. They are well thought-out 
plans, representing a joint effort 
by Bell System people. 

To understand the result of 
the sales effort, let us conjure 
up a picture of a motel in the 
wide open spaces. After all, it’s 
not an unpleasant prospect. 
now that summer is here. 

Take a look around the mo- 
tel. It is a far cry from the 
“tourist cabins” of not long 
ago. The motel industry, as a 
matter of fact, is one of the fast- 
est moving in our country to- 
day. There are now 56,000 mo- 
tels in the United States, and 
3,000 new ones are being built 
every year. Together, they ac- 
commodate about a_ million 
people every night. 

Motels are successful because 
they are geared to the way so 
many Americans prefer to trav- 


el. The tourist or commercial 
traveler needs merely drive off 
the highway and park right 
next to his motel unit. He can 
unpack and relax informally. 
There is no tipping. As part of 
the luxurious comfort, he prob- 
ably has air conditioning and 
television, maybe even a swim- 
ming pool. But less than 10 per 
cent of all motels now provide 
telephone service in every room. 

The motorist, nevertheless, 
has many uses for a telephone 
in his room. He may want to 
phone home, for instance, or 
keep in touch with the office. 
He may want to phone ahead 
to make reservations for the 
next night’s lodging, or do busi- 
ness locally over the telephone. 

This is why the Bell System 
feels there is the need for a tele- 
phone sales effort in this ex- 
panding field. The program, 
has three major objectives: 

(1) To sell additional local 
service. The ultimate goal is to 
get a telephone in every motel 
room. 

(2) To sell additional long 
distance or teletypewriter use 
among owners and operators of 
hotels and motels. Particular at- 
tention will be given to the re- 
servation calling plan whereby 
a motel operator will encourage 
telephoning ahead to assure his 
guests of lodgings at their next 
stop. 

(3) To stimulate additional 
long distance use by hotel and 
motel guests. 

This campaign is supported 
by advertising, letters to many 
operators and owners, and ex- 
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Hevea 


7720 N. Sheridan Rd., Chicago 26, Il. 
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hibits at conventions or meet- 
ings. The core of the plan, how- 
ever will be actual visits to mo- 
tels by salesmen of the asso- 
ciated companies. 

Special promotional materi- 
als have been developed to as- 
sist the salesman in achieving 
his objectives. These include a 
sales brochure, a sign (“Tele- 
phones in Every Room”), 
memo pads and blotters for 
guest rooms (“May we make 
reservations for you by tele- 
phone?”’) and a special pen set 


for the registration desk bear- 
ing a miniature telephone 
(“Why not let the folks back 
home know you arrived saje- 
ly?”). 

These reminders, 
with the system-wide sales en- 
deavor, should serve to con- 
vince more and more of the 
public that telephone service is 
not something one leaves be- 
hind. Instead, the same conven- 
ient. economical telephone serv- 
ice is with the traveler wher- 
Long Lines 


coupled 


ever he goes. 


The Story of Coin Telephones 


NDOORS and outdoors, more 

than 900,000 Bell 
coin telephones make it easy 
for Americans to call, wherever 
they may be. 

Every day Bell System cus- 
tomers pay for a million dol- 
lars’ worth of service in dimes, 
quarters and nickels. This rev- 
enue last year came to more 
than $360 million, or about 7 
per cent of the System’s total 
telephone revenue. 

Most calls from public tele- 
phones are local, but nearly 30 
per cent of revenues are for 
long distance service. In cities 
like Norfolk and San Diego, 
where men of the Armed Forces 
are continually arriving and de- 
parting, the long distance pro- 
portion is much higher. 

Outdoor booths have _ in- 
creased tremendously in the last 
few years. Bell has _ nearly 
100,000 now in use. A growing 
number are on highways, not 
only at service stations, motels, 
and turnpike entrances, but also 
along the route. ; 

Highway telephones promote 
safety as well as convenience. 
They help the driver who has 
something on his mind to get 
an answer at once. And he’s less 
tempted to speed up. 

Safety first also means _ lo- 
cating highway booths care- 
fully. Providing ample room 
for cars to pull off the road. 
Placing simple, clear, attractive 


System 


signs well ahead, so that drivers 
can see them at a glance and 
also avoid making hasty, last- 
minute stops. Incidentally high- 
way directional signs must be 
not only readable — they must 
be “glanceable.” 

A recent study in one city 
shows that one out of every six 
persons who enter a store only 
to telephone, buys something 
before he leaves. Others enter 
the store both to buy and to 
phone. Still others who intend 
only to make a purchase also 
make a call. 

The all-important beginning 
of good public telephone serv- 
ice is to place the phones in 
the right places and_ provide 
clear signs that are in good 
taste. But this is only the start. 

Companies are working con- 
tinuously also to improve equip- 
ment — as to ventilation, light- 
ing, and the instruments them- 
selves. They're now trying out 
some public telephones in color, 
and experimenting too with 
“drive-in” telephones. 

Always the aim is two-fold. 
One is to make the service ever 
more useful and convenient. 
The other is to make it a good 
dividend - paying investment. 
Each aim helps the other, and 
both together make the public 
telephone an important national 


(A.T &T. Report to 


Shareawners. ) 


asset. 
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Superior Cable’s exclusive 
economical “‘Super-Splice”’ is 
a plastic splice sleeve. It is 
sealed at one end and comes 
to you filled with an insulat- 
ing and waterproofing com- 
pound.* 


“Super-Splice” prevents leak- 
age currents and breakdowns 
in the presence of moisture 
.. . good for 25,000 v. d. c. 


Can be easily removed to re- 
enter the splice ... the com- 
pound never hardens or oozes 
out no matter what the tem- 
perature. 


*A Dow-Corning silicone compound. 






“Super-Splice” - 
is available for use 
with straight, butt 
or bridge splices. 





For further information 
on economical ‘‘SUPER-SPLICE”, write 


SUPERIOR CABLE 


seeeeetnen 


Ud 


SUPERIOR CABLE CORPORATION 
Hickory, North Carolina 
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THE STANDARD 
FOR QUALITY 
AND SERVICE 
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WB has that which others have yet to gain. .. EXPERIENCE 


CONG ia i Sd AO AOE AB AY 


HERE’S HOW WB TELECABLE 
SAVES YOU MONEY 


MOISTURE RESISTANCE . . . even if the sheath is damaged, water entrance 


.’ 
does not cause pairs to short out. 


LIGHT WEIGHT . . . you use smaller poles, smaller messenger, lighter 


hardware .. . handling costs are lower, too. 


LOWER CROSS TALK LEVEL . . . WB TELECABLE offers appreciably lower 
capacitance unbalance reducing the number of transposition 


splices necessary. 


LONG SERVICE LIFE... LOWER MAINTENANCE COSTS... All WB wire 
products are made to those high standards of quality that provide 


savings for years to come. 


«4% 5% G9 P 
0.225% G0,90 9 
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Well Built Wires Since 1899 


©1957 


AKE COMPANY 





NEW HAVEN 14, CONNECTICUT 





looking for 


EXPERIENCED 
technical personnel ? 


No need to look outside your organization when 
trained, technically qualified personnel within 
your own company can be upgraded to fill more 
important jobs. These Rider books designed for 
industrial upgrading are now proving themselves 
in training programs now being conducted by the 
nation’s top firms—telephone companies, manufac- 
turers, utilities. 


“PICTURE BOOK'’ COURSES IN 
BASIC ELECTRICITY — BASIC ELECTRONICS 

This is the fabulous ‘“‘Common Core” training pro- 
gram so successfully used by the U. S. Navy to 
teach over 25,000 Navy students the basics of 
electricity and electronics. Now for the first time 
this material is available for civilian training 
programs. Over 2,000 big “‘Show-how” drawings 
make every phase picture clear. 








Every page covers one complete idea, with at least | 


one big drawing on that same page to illustrate 
and explain it. ‘‘Demonstrations,” plus review 
pages at the end of each section, highlight the 
important points .. . make each topic completely 
understandable. 


BASIC ELECTRICITY 
by Van Valkenburgh, Nooger & Neville, Inc. 
Vol. 1 and 2 cover DC components and circuits. 
Vols. 3 and 4 cover AC components and circuits. 
Vol. 5 covers AC and DC motors and electricity. 
Paper Bound: 5 Vols. 624 pages—per set...$10.00 


Cloth Bound: All 5 vols. bound in a single 
CE kee MES 5 hicain ae eee e awa hee 0b ee $11.50 


BASIC ELECTRONICS 
by Van Valkenburgh, Nooger & Neville, Inc. 
Vol. 1 covers Diodes and Power Supplies. Vols. 2 
and 3 cover Amplifiers and Oscillators. Vols. 4 
and 5 cover Transmitters and Receivers. 
Paper Bound: 5 (6” x 9”) Vols. 560 poore 25 


DE cath anen.chesdteeew ik bbe sonevoneonves ae 10.00 
Cloth Bound: All 5 vols. bound in a single 
Ns IEE aE $C Se $11.50 


FUNDAMENTALS OF TRANSISTORS 
by Leonard Krugman 
A clear, authoritative explanation of this new 
electronic miracle, showing transistor characteris- 
tics and operation. Written by one of the pioneers 
in transistor development. 144 pages. Illus...$2.70 


BASIC VACUUM TUBES AND THEIR USES 
by John F. Rider and Henry Jacobwitz 


A simplified introduction to basic vacuum tube 
development, the book carefully examines, step- 
by-step, the various basic types, including actual 
tube construction, characteristic curves and tube 
constants, and applications. Clear, ‘“‘show-how” 
illustrations. 208 pages. Illustrated. Paper Bound: 
$3.00. Cloth Bound: $4.50 


ELECTRONICS TECHNOLOGY SERIES 
edited by Alex. Schure, Ph.D., Ed.D. 


An economically priced series of books ex- 
plaining the basic concepts and principles of 
individual phases of electronics technology. 
Each book deals with a specialized subject. 


#166 RC & RL Time Constant -Only $ .90 
3166-2 FM Limiters & Detectors 

Only $ .90 
3166-3 Frequency Modulation. Only $ .90 
2166-4 Crystal Oscillators Only $1.25 
2166-5 A-M Detectors Only $1.25 
2166-6 Limiters & Clippers Only $1.25 
2166-7 Multivibrators Only $ .90 


4166-8 R-F Transmission Lines Only $1.25 


2166-9 Amplitude Modulation . Only $1.25 
2166-10 Blocking Oscillators Only $1.25 
##166-11 Wave Propagation Only $1.25 
2166-12 Superheterodyne 

Converters & I-F 

Amplifiers Only $ .90 
#166-13 L-C Oscillators Only $1.25 
2166-14 Antennas Only $1.50 
3#166-15 Inverse Feedback Only $ .90 
##166-16 Resonant Circuits Only $1.25 








Order your examination 
copies of these books 
tailored to industrial 
training problems. Write 
Dept. TE-8 for free catalog. 


JOHN F. RIDER PUBLISHER, INC. 


New York, WN. Y. 





116 West. 14th Street 
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Prevention of Fires 


—e of the telephone 

industry cannot ignore the 
tremendous high cost of fires. 
Aside from the possibility of 
serious personal injury or fa- 
talities to employes, the dam- 
age to telephone equipment and 
buildings as a result of fires 
during the past has amounted 
to hundreds of thousands of 
dollars. In addition, telephone 
service has been disrupted and 
in some cases entire communi- 
ties were left without communi- 
cation facilities until such time 
as service was restored on an 
emergency basis. 

Every employe should recog- 
nize his or her responsibility 
for the elimination of fire 
causes and the prevention of 
unnecessary loss of equipment 
due to fire and experience has 
proved that observance of the 
following precautions definitely 
aids the industry’s efforts to 
prevent fires in company build- 
ings: 

(A) Wherever “No Smok- 
ing” signs are displayed, The 
Rule Against Smoking Is A 
Must and it should be strictly 
observed at all times. 

(B) In areas where smoking 
is permitted, every precaution 
should be taken to safely dis- 
pose of matches, cigarette butts, 
etc. in ash trays. 

(C) Confine smoking to 
quarters where it is permitted. 

(D) Have a sufficient num- 
ber of the approved type ash 
trays available in all offices, 
keep them clean. 

(E) “Think Twice” 
leaving a lighted cigarctte in an 
ash tray. Put it out — and be 


before 


sure it’s out. 
(F) Do not throw lighted 


cigarettes, cigars, matches, or 
pipe tobacco in waste paper 
baskets. 

(G) Use only “Safety” 
matches on automatic lighters. 
The old type wood snaphead 
match is a fire hazard. Keep 
them out of desk drawers. 

(H) Cultivate careful smok- 
ing habits. 


Retiring and Rest Rooms 


(A) All of the above eight 
points also apply to retiring 
and rest rooms on company 
premises. 

(B) Most of the fires in com- 
pany lounges or retiring rooms 
are caused by lighted matches 
or cigarettes dropping in cush- 
ioned upholstered 
furniture. 

(C) Do not throw lighted 
cigarettes or matches in waste 
paper receptacles. 

(D) Portable electric “Hot 
Plates” where used, shall rest 
on asbestos mats and so located 
as not to ignite nearby equip- 
ment or material. Attached elec- 
tric cords shall be maintained 
in a safe condition. 

(E) Lamp, radio, and other 
appliance cords should be re- 
placed if frayed or badly worn. 

(F) Be sure curtains or 
drapes cannot blow over ash 
trays, lighted electric bulbs, etc. 





seats or 


Central Offices, Operating 
Quarters And Cable Vaulis 

(A) Smoking or carrying 
lighted cigarettes —- pipes or 
cigars in these locations is posi- 
tively prohibited. If a fire were 
to start and gain headway here, 
it could result in an entire com- 
munity being left without tele- 
phone service. 
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(B) Care should be exer- 
cised in the use of soldering 
coppers to avoid their being 
left in contact with anything 
which may burn and start a 
fire. 

(C) Fumes from emergency 
engine fuel are highly explo- 
sive. No open flames shall be 
permitted in the vicinty of en- 
gines, fuel tanks, or in engine 


COCEREODEUOU LODE TEDEUDEDEADEEEOGEDODBOREDEESEREG EDA DUA EDOEU EASES EROEEODEREUOEO DEA EECUEOROROREOEDOU ENCODER EOOEORUDOUREDEATIOLEDEUERUEODEDEAOAEGEAEUDEUEEOEUEREOCEUEAORESOREOGEU EEOC EAU EO OOO OU ORC ECENOREONOEED 


- 





2 NEW 
PRODUCTS 


in the 


KLEIN 


rooms. 
(D) Explosive gases are lib- [| N be 
erated from batteries under 


charge and it is important that 
battery rooms be properly ven- 
tilated. Under no circumstances 




















shall open flames be taken into = | PUMP 
battery rooms. polish, paints, or wax, shall be = | PLIER 
kept in approved types of safety § Catalog No 
; . cans and shall not be allowed to z wy 
Garages, Storerooms, Etc. . , 5 
lie around loose or stored in | Length 
~~ . . e a = 9! 
(A) Smoking or carrying any other type container. Guard | si 
lighted cigarettes — pipes or against spontaneous combus- i 
cigars in garages is positively tion. : 
prohibited. (Observations have (H) Under no circumstances 
proved conclusively that de- shall gasoline be put into the : 
spite recent posters and other tank of a vehicle while its en- | 
literature this important rule is gine is running. : | 
being violated. Unless all per- (I) In garages, inflammable 3 
sonnel become conscious of this material such as kerosene. gaso- 
violation and take corrective line, oil, thinners, and solvents, 
action a serious fire may be the shall not be applied with an 3 
“ty . pat en coe ADJUSTABLE 
result. zing spray. ese mate- : 
s ; ~~ atomizing spray. These mé : WRENCH 
(B) Smoking in storerooms rials may be applied with either 
and confined quarters is un- a force pump or a brush. i Catalog No. Length 
wie © te’ ahd din aie z 500-6  6in 
safe. Supervision should dis- (J) Before leaving a garage : 500-8 8 in 
courage this practice and where unattended at night or over the | 500-10 10 in 
“AT. C ee ae = 500-12 123 
warranted “No Smoking” signs week end, the garage force shall " 
should be posted. make an overall inspection to : | 
(C) Gasoline vapors are see that all power equipment, : 
highly explosive and when mix- fans, lights and dispensing : 
ed with air possess three times equipment have been discon- : T 
the explosive energy of dyna- nected or shut off. i hese new high-quality 
mite-Nitro-Glycerine or T.N.T. (K) Kerosene, gasoline, or = tools have been added to the 
(D) Quickly spreading gaso- other inflammable fluids should Klein line. 
line vapors may be exploded by be kept in cans made expressly . , 
I bY OG Oxy ‘ P I yg A Pump Plier that gives easy 
a smoker, a pilot light, a static for this purpose. : ; 
. ; ; = one-hand operation and a firm 
spark, a sparking motor or a (L) Portable electrical equip- te" ws 
‘ . : a : grip in any of four positions. 
# light switch in a nearby room. ment and associated wiring i 
(E) Empty gasoline cans, shall be maintained in good i And the new Klein Adjust- 
drums, tanks and combustible condition. Frayed or otherwise 2 able Wrenches of drop-forged 
material should not be permit- defective electric extension i alloy steel, light in weight, 
ted to lie around garages or cords shall not be used. Z chrome plated for lasting pro- 
other company buildings. (M) Passageways, stairways, tection and service. 
(F) Filling automobile gaso- doorways and fire exits shall i 
line tanks to the overflow point not be obstructed at any time. 3 Write for Bulletin 
is dangerous. When filling such Sufficient illumination shall be Bulletin No. 1157 on these 
tanks, keep the supply below maintained in these areas. 3 two Kisia wols is aow avail- 
: : : : 3 : = able. Send for your copy. 
the overflow point. (N) Smoking or carrying : 
(G) Waste, rags, and cloths, open flames into manholes is : 
saturated with oil, furniture prohibited.—(To be continued)? Mathias KLEIN & Sons 
- : 7200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 
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“Adequacy of Service" 


N SEVERAL past occasions paragraphs on 
this page have pointed up our belief that 
the success and prosperity of Independent 
telephone companies depends upon the de- 
gree of their attainment of the objective 
“Good Plants—Good Service—Good Rates.” 
The “Good Plants—Good Service—Good 
Rates” formula has had many champions. 
Just a few weeks ago, the Honorable Howard 
Morgan, Public Utility Commissioner of Ore- 
gon, took the formula and brought it up to 
date in an address titled “Adequacy of Serv- 
ice.” 

Speaking at the joint convention of the 
Oregon-Washington Independent Telephone 
Associations, Mr. Morgan properly empha- 
sized that — “with the increased capital in- 
vestment that is now apparent for many com- 
panies, investments which will inevitably 
mean some rate adjustment requests, ade- 
quacy of service will be a major factor in 
approaching any rate change . . .” 

“I think adequacy of service should be a 
factor in your own approach to the setting 
of rate levels,” he said. “If it is, you will find 
your relations with the public and with the 
regulatory agencies to be in good shape. . .” 

This statement points up the high regard 
most commissioners have for the company 
that is doing a conscientious job of providing 
its customers with adequate service. 

This regard was accented by Mr. Morgan 
when he said: — 

“The mere fact that we are in the midst of 
a cycle of telephone rate increases does not 
mean that State regulatory authority is auto- 
matically required to grant rate increases to 
all telephone companies, the inefficient oper- 
ator along with the efficient operators ...In 
the settling of rates there must be a balancing 
between the needs of investors for a fair re- 
turn on the capital they have invested on the 
one hand and on the other, the needs of the 
telephone patrons for their dollar’s worth of 
service. 

“It is the obligation of my office, as it is 
the obligation of all public regulating 
agencies, to make certain that such a proper 
balance exists at all times. It seems to me both 
possible and practical that one telephone 
utility of about the same size serving the same 
number of subscribers and covering an area 


(The foregoing editorial, although copyrighted, may be reprinted in whole or in part 


of about the same magnitude should be able 
to provide just as efficient service as the next 
company. And whether each company does 
so is a matter which any public regulatory 
agency must take into consderation when re- 
viewing applications for rate increases.” 

These statements, made by Mr. Morgan, 
emphasize the fact that the inefficient oper- 
ator with his poorly-maintained plant and his 
dissatisfied subscribers will not fare as well 
with a regulatory body as the operator who 
has made every effort to properly maintain 
his lines and serve his subscribers. 

We well know that many large and small 
Independent telephone companies are pro- 
viding complaint-free service at low rates. 
They may not necessarily provide metropoli- 
tan service to their customers, but in some 
way they have won and retained the confi- 
dence of their users. 

They put forth every effort to make repairs 
to the equipment where necessary, and when 
unable to meet a commitment, they follow 
through to make sure the customer or pros- 
pective customer has full knowledge and un- 
derstanding of the reasons. These companies 
have convinced their patrons — and their 
regulatory bodies — that in the circumstances 
in which they operate they are doing the best 
possible job. 

That is the simple seeret of good customer 
relations. 

And, as Mr. Morgan said at the Oregon- 
Washington convention — “good customer 
relations proves its value when a small com- 
pany with a demand for dial conversion is 
faced with the problem of obtaining suf ficient 
money to install its entire communication 
equipment at present inflated dollar invest- 
ment. It must provide for high cost installa- 
tion per station, undoubtedly an increase in 
taxes, and in some cases a very substantial 
increase in the rates that are necessary to be 
charged to users if the investment has to be 
made without a material increase in the num- 
ber of subscribers .. .” 

We’re glad Mr. Morgan made such state- 
ments at the Oregon-Washington Convention. 
In a way they substantiate what we have been 
saying all along — “‘with good service, pro- 
vided by good plants, good rates can be ob- 
tained.” 
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Saves time and manpower because it speeds up loading and unloading jobs... 
handles work normally requiring several specially-equipped vehicles. 


Load-Master lifts a 4000 Ib. load with ease... moves it safely and quickly under the most adverse 
job conditions. Power is derived from a heavy-duty hydraulic-pump driven by the truck engine. 
Controls are located in a position which gives operator full view of the crane at all times. 


Operator has absolute control of load at all times. The hydraulic system requires intentional 
movement of control levers before load position can be changed... and the load cannot drop 
if the truck engine stalls. 
OPERATING FEATURES: Telescopic-type hydraulic boom can be spotted at any point from 
horizontal position to an 85° angle of elevation; hydraulically-powered mast will turn 360° in 
either direction; specially-designed winch, driven by a hydraulic motor, is grooved to 
wind cable evenly; hydraulic outriggers, with swivel-mounted foot plates, 
furnish extra side stability. 
Load-Master is ideally suited for use with the Powers-American Series 300 
ee} Body shown above. It can also be furnished with bodies of other types... 
= or shipped for mounting in your shop or local garage. Load-Master can be used for setting poles 


\ <= up to 45’ in length. It requires only 20” of 
f \ Price information and descriptive literature mounting space behind the truck cab. Boom 


me 4 will be sent upon request. extensions to 29’ can be furnished. 


McCABE-POWERS AUTO BODY COMPANY 


5900 NO. BROADWAY 625 CEDAR STREET 
> ee 87 OL 68 Be aon COP BERKELEY 10, CALIF. 
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Yes, “It’s for you”, a progressive 

Independent Telephone Company, and for your subscribers. 
The exciting new NORTH Ericofon is available 

now—in six beautiful colors— Red, Ivory, Green, 

Blue, Light Gray, and Dark Gray. 


The ERICOFON is sold exclusively by NORTH. 


NORTH ELECTRIC COMPANY 


655 SOUTH MARKET STREET © GALION, OHIO 





MEET A NEW MEMBER OF A FAMOUS 


PHELPS DODGE 
THERMOPLASTIC 
EXCHANGE AREA. 

TELEPHONE CABLE 


FOR AERIAL, DUCT AND DIRECT BURIAL USES 


Copper conductors Polyethylene insulation 





Exchange Area Telephone Cable, Aerial and Duct Type 
(Supplied with protective aluminum armor and outer 
polyethylene jacket when intended for direct burial) 


LRT 8 Fam vee am. 


The controlled craftsmanship and quality of Self-supporting telephone cable 
Exchange Area telephone cable are typical Rural distribution telephone wire 
of the entire line of Phelps Dodge thermoplastic Urban distribution telephone wir _ 
telephone wires and cables including: Inside wiring telephone cable 


“FIRST FOR LASTING QUALITY—FROM MINE TO MARKET 
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US MINE-TO-MARKET” LINE... 


e Soft annealed copper conductors of highest grade copper from 
Phelps Dodge’s own open pit mines. 


oe e Highest quality polyethylene compounds for insulation and 
jackets assured by top grade materials and Phelps Dodge’s vast 
experience in the plastic wire and cable field. 


\2 


@ Unique “‘lay pattern” that virtually engineers cross talk right 
out of the cable. 


~~ 


| e Electrically continuous aluminum shielding tape. 


ue 


e Special non-hygroscopic binder tape of laminated rubber and 
Mylar* that provides superior dielectric strength between core and 
shield, extra mechanical protection to the cabled assembly. 


*Mylar—Du Pont’s polyester film, 


Non-hygroscopic binder tape Aluminum shield Polyethylene jacket 








wire! | 


DT’ 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., 
Boston, Buffalo, Charlotte, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Fort Wayne, 
Greensboro, N. C., Houston, Jacksonville, 
Kansas City, Mo., Los Angeles, Memphis, 
Milwaukee, Minneapolis, New Orleans, 
New York, Philadelphia, Pittsburgh, Port- 
land, Ore., Richmond, Rochester, N. Y., San 


Francisco, St. Louis, Seattle, Washington, D. C. 
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Modern oasis 


Today’s highway hotel is a wonderful place to rest ... relax ... plan 
tomorrow’s travel. Convenient, too, for a phone call home or 

a call ahead for reservations. Along the way, the 

telephone is a familiar friend waiting at every stop. 

And Independent telephone companies provide this welcome 
service throughout two-thirds of the entire area of the nation 


of Growing Service 
...to keep you in touch wherever you go. 


1897-1957 


INDEPENDENT TELEPHONE COMPANIES 


U.S. Independent Telephone Association \ 


helping you reach all America Pennsylvania Building, Washington, D.C. 
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WHERE a large number of people in one community 
are employed in the other, there is likely to be a strong 
desire for extended area service. 





MORE people are willing to subscribe to telephone 
service, even at a higher monthly rate, if the rate covers 
service to the entire area of their major calling interests. 


"Extended orca Sewice™ 


Features-Factors to Consider—Revenue Effects 


By JOHN N. ELLIOTT* 


WHAT ARE the important factors to be taken 
into account before a telephone company 
decides to offer extended area service?? In 
this article the General Rate Engineer of IIl- 
inois Bell Telephone Co. describes the factors 
to be evaluated and the effects of extended 
area service on revenue, rate levels, and costs. 


T IS FAIRLY common, in our business, to make a 

toll charge for telephone calls between two different 
communities even though these communities may be 
rather closely situated, say only five or 10 miles apart. 

This form of rate treatment is so widespread and has 
been in effect for so many years, that customers — 
either willingly or perhaps reluctantly —- have come to 
accept it as the usual thing. 

Frequently, however, there is a situation where the 
communication needs of the people in one community 
make it desirable to include in the local or flat-rate 
calling area of that community, another nearby com- 
munity, and when this is done, telephone subscribers 
have extended area service. 

More specifically, we are providing extended area 

*Mr. Elliott is general rate engineer, Illinois Bell 
Telephone Co., Chicago. 


service when two or more exchanges, each including 
a central city or town and its surrounding area are 
included in the flat-rate calling area of one another 
and there is no separate toll charge for messages be- 
tween customers in the exchanges involved. Briefly 
stated, extended area service is “toll-free” service across 
an exchange boundary line. 

In a broader sense, there may be extended area serv- 
ice of a sort within an exchange. Frequently two or 
more towns are served from one office and included 
in a single exchange, and customers have the privilege 
of making calls between them without a toll charge. 
Our Illinois Bell exchanges more often than not are 
comprised of more than one town, and in one instance 
we have an exchange that serves as many as 10 differ- 
ent municipalities. Normally, however, extended area 
service refers to local calling between two separate tele- 
phone exchanges, and it is in that sense that I use the 
term. 

At the present time there are many such extended 
area service offerings both in Illinois and throughout 
the country. In the case of my own Company’s opera- 
tions in over 200 exchanges, about three-quarters, or 
150 of them, now provide customers with extended area 
service to one or more nearby exchanges, or soon will 
be providing such service under orders recently issued 
by the Illinois Commerce Commission. And we feel 
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we still have a long way to go before we will have 
satisfied the entire public requirement for such service. 
Our experience indicates that customers have wel- 
comed the introduction of extended area service and 
are well pleased with it after it has been established. 
In fact, I don’t know of any instance where full extended 
area service has been discontinued once the offering 
has been made. 


Adequate Service 


ALL IT merchandising, or whatever you will, tele- 

phone companies are working hard to provide cus- 
tomers with the most adequate service they can. Service 
becomes more adequate as the percent of families with 
telephones increases, as more customers have individual 
line service or share their line with fewer other people, 
and as more extensions are added. Also, it becomes 
more adequate as local calling areas are enlarged and 
the restrictive influence of the toll charge is removed. 
These improvements including extended area service 
are all in the direction of making telephone service 
more attractive and easier to use. Consequently, these 
improvements promote greater use of telephone service, 
and, of course, greater use represents added value for 
the customer. 

| would like to point out a few of the more favorable 
aspects of extended area service. One of the most im- 
portant factors is that customers desire this offering 
where there is a need for this type of service, and they 
are aware that it adds value to their service. 

Extended area service is valuable not only in that it 
permits the customer to make calls to more telephones 
in an enlarged area on a flat-rate basis, but also permits 
him to receive calls from more telephones on a_ flat- 
rate basis. In other words, greater incoming use of 
service is made available as well as more outgoing use. 
The business subscriber, particularly, is aware of this 
advantage. 

Probably the best indicator of the value of service 
is the use that is made of it. When extended area service 
is offered, the usage of the service, that is the amount 
of calling between the communities involved, increases 
substantially. 

Some of the experience we in Illinois Bell have had, 
where extended area service has been established and 
the toll charge eliminated, shows that customers make 
on the order of three to four times as many calls as they 
did when toll charges applied. 

In one recent instance, for example, our studies 
showed that the volume of calling between two con- 
tiguous exchanges was 300,000 messages annually when 
a 15¢ toll charge applied, and 1,100,000 annually when 
the toll charge was eliminated. 

Even though the basic monthly rates for local service 
are higher. customers seem to be best satisfied when 
they call all the points with which they have frequent 
business and social contacts without having to pay a 
separate toll charge for each call. This appears to be 
especially true in small exchanges where the citizens 
must depend on a larger nearby community for their 
shopping, social, entertainment, employment, and pro- 
fessional needs. 

We are all aware of the impact of the changes 
in living and working habits of people that have 


SERVICE becomes more adequate as the percent of 

families with telephones increases, as more customers 

have individual line service or share their line with fewer 
people, and as more extensions are added. 


occurred in the past 10 or 15 years. In this connection, 
| feel it would be appropriate to quote a statement 
which Illinois Bell included in a recent petition to our 
State Commission. seeking the approval of that body 
to introduce extended area service between a number 
of our exchanges. This is the statement: 

“In recent years there has been more and more call- 
ing by telephone between neighboring exchanges. This 
has been especially true of the exchanges named in this 
petition. These exchanges are located in the Chicago 
region, where the rapid growth in population and even 
greater growth in the number of telephones has been 
an important factor contributing to the increased calling. 

‘New homes and communities have been built par- 
ticularly in the outlying areas of exchanges; frequently 
these new housing developments adjoin or even straddle 
exchange boundary lines resulting in toll charges be- 
tween near neighbors under present tariffs. 

“Improved means of transportation, including greater 
use of the automobile, have minimized the effect of dis- 
tance, so that people no longer need to live in close 
proximity to their places of employment, shopping cen- 
ters or other centers of interest, and economic and so- 
cial interests are more widespread. These changes in 
living conditions and working habits and the growing 
interrelationship of communities are all factors reflected 
in the increased calling between these neighboring ex- 
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changes, and in the greater need and desire on the part 
of subscribers for wider local calling areas.” 

I believe this statement pretty well summarizes cur- 
rent conditions, not only in the Chicago region but in 
a good many other areas as well. 


Features To Consider 





SIDE FROM not having to pay a separate toll 

charge for each message to places they frequently 
call, our customers like to know in advance the approxi- 
mate amount of their bill. It is difficult for them to 
estimate what their volume of calling might be, and we 
all know of occasions when it has been hard to explain 
to a customer that he and his family have made as many 
calls as the toll statement indicates. 

Another important feature of extended area service 
is that it avoids separate toll charges between neighbors 
who may be down the road just a short distance from 
one another. Customers find it hard to understand why 
they have to pay a toll charge to call a next-door or 
nearby neighbor with whom they have frequent occasion 
to talk, while they can call some other person located 
miles away on the other side of the exchange, with whom 
they have only infrequent contact, on a flat-rate basis. 
Toll charges for these very short distance calls are 
always a possible source of irritation to customers. They 
are frequently the cause of requests to alter exchange 
boundary lines. 

Another feature which seems to represent an advan- 
tage of extended area service is the possibility of greater 
telephone development. More people are willing to sub- 
scribe to telephone service, even at a higher monthly 
rate, if the rate covers service to the entire area of their 
major calling interests. 

I would like to cite a recent case in evidence. A short 
time ago, in a very small exchange contiguous to one 
of our larger ones, as part of our preparation for build- 
ing a new dial office, we canvassed residents in the area 
to determine how many wanted service and whether or 
not they preferred extended area service to the large 
exchange. 98 percent of the people there requesting 
service expressed a preference for the extended area 
service, and one out of every six of them said he was 
not interested in having any service at all unless it were 
furnished on an extended area basis. 

We later obtained Commission approval to furnish the 
service that way, and I am convinced our family devel- 
opment was substantially higher as a result, than it 
would have been otherwise. 

We have studies which show that the more tele- 
phones which customers in an exchange can call without 
toll charges, the higher the average calling rate of that 
exchange. It seems only reasonable to assume that 
people who make greater use of telephone service as 
part of their everyday life are more apt to keep the 
service through periods of less than favorable economic 
conditions. More use means greater dependence on the 
telephone, and this dependence in turn should offer at 
least some insurance against disconnections for eco- 
nomic reasons. 

There are some important factors to be taken into 
account in reaching a decision as to whether to offer 
extended area service. 

Once there is some evidence of a definite community 
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of interest between two or more exchanges, careful 
consideration must be given to all of the interests which 
would be affected by offering service on this basis. 

Here are some of the factors to be evaluated, or activ- 
ities to be undertaken which, I believe will be helpful 
guides in making the decision: 

(1) Message usage between the exchanges in- 
volved: — This is a highly important factor, and there 
are a number ef ways that data can be obtained to 
evaluate it. Over-all calling volumes between exchanges 
can be determined from a count of toll tickets for a 
short period of time, say ten days. Traffic Departments 
in some companies make what are called “good and 
canceled” ticket studies. Inflating these data to a month- 
ly (or an annual) basis, and then equating them to 
a common denominator of messages per terminal per 
month (or per year), provides an excellent indicator of 
the telephone interest between communities. 

In our company, this indicator is termed the “com- 
munity of interest factor,” and our experience seems to 
indicate that if, on an average, the C. I. factor is as 
much as four or five messages per terminal per month 
from one exchange to another, there is enough interest 
to warrant serious consideration to furnishing extended 
area service. With this level of usage the chances are 
excellent that the general body of customers will be in 
favor of having the extended area service. 

If counts of traffic volumes have been taken over 
several periods of time, a trend can be developed, and 
this information can be significant, especially where the 
community of interest has been growing. 

An adequate sample study of individual customers’ 
bills, is often worthwhile. This will provide evidence 



































ALTHOUGH basic monthly rates are higher, customers 

seem to be best satisfied when they call all the points 

with which they have frequent business and social con- 

tacts without having to pay a separate toll charge for 
each call. 

















Yes, Charlie, | don’t 
to wait for the operator--| | 
make consultation calls 









Note to telephone companies: 
If you would like to tell your customers about the Leich 40A 
PABX, we’d be glad to send you a catalogue. Write us right away. 


LEICH }.. 


LEICH SALES CORPORATION, 427 WEST RANDOLPH STREET, CHICAGO 6, ILLINOIS 


with a Leich 40A PABX 


“This means we can make our consultation calls faster and easier, 
Charley. The telephone company people suggested it would be a big 
improvement. 

“And it’s turned out to be good advice. Here’s what I mean. 

“When you’re talking on a city trunk, calling an inside party without 
interrupting the city call can be a slow process. This is because some 
PABX’s make you wait for the operator to connect the consultation call. 
But not with Leich’s 40A PABX. All you have to do is push down the 
handset plunger momentarily. 

“Then you receive dial tone and you can dial the inside number you 
want yourself. When you want to return to the city connection, you just 
press the handset lever again. Standard Leich telephones without special 
buttons or equipment are used. 

“But the easy consultation feature is just one of the reasons we bought 
> ij ae @ : * es 
























E. Any inside station may call outside 
without waiting for attendant. 
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"A. Key pulsing attendant’s turret 
' smaller than a typewriter. 
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B. Dependable, all-relay Leich Dial F. Quick extension of outside calls to any 

Switchboard. required telephone. 

C. Capacity of up to 40 telephones with G. Restriction of outside calls if desired. 

10 trunks to the main exchange, and 6 

local links. H. Night answering by any telephone. 

D. Local links are not tied up on exten- I. Inside telephones have two digit 

sion dialed calls to city trunks. numbers. 
@nutacturers of telephones, switchboards and reiated apparatus since 1907 
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that the extended area offering will meet the needs of 
the general body of customers rather than the needs of 
only a small minority group of subscribers. 

However, I’d like to caution any of you who might 
make such a study to be careful about interpreting 
the results in terms of customer acceptance. 

For example, let’s suppose that you are considering 
an extended area plan that involves increasing the 
monthly rate for residence service by $1.00. Your study 
of individual customers’ bills indicates that only 30 
percent or 40 percent of the residence customers will 
save money or break-even, and that the majority will 
be paying more under the plan you have in mind than 
they do now. 

Do not conclude that only 30 percent or 40 percent 
will be in favor of your plan; to the contrary our 
experience has been that if you tell your customers 
about the advantages of your plan, it is much more 
likely that 70 percent or 80 percent of them will be in 
favor of it. 

The truth is there are a good many people who, for 
example, don’t permit their children to make toll calls 
except by special permission, but these same people 
would be more than willing to pay the $1.00 and not 
have to worry about restricting their children’s use of 
the telephone. 

And there are others who would like very much to 
receive more calls from relatives and friends in the 
nearby community. And there are still others who will 
say “I don’t make many calls, myself, but it sounds like 
a good thing for our town, it’s a step forward, and if 


the majority want it, I’m in favor of it too!” 


(2) Customers expressed desires for extended 
area service: — These come to us in a number of dif- 
ferent ways, for example, through newspaper stories and 
editorials, the activities of civic organizations, requests 
of municipal officials, petitions addressed either to the 
Company or the Commerce Commission, and complaints 
or inquiries from customers. 

Regarding the last mentioned, the complaint may 
take the form of a request to revise an exchange area 
boundary in order to eliminate toll charges. Subscribers’ 
pressure to revise an exchange area boundary has fre- 
quently been the motivating influence in our considera- 
tions of an extended area plan. 

(3) Customer opinion surveys: - 
with all of Illinois Bell’s recent applications to the 
regulatory bodies for authority to introduce extended 
area service, we have attempted to secure some measure 
of the attitude of the public by making customer opin- 
ion surveys. These have been handled in a number of 
ways, among them (1) by letter and postcard reply, 
(2) letter with a follow-up contact, either a telephone 
call or visit, and (3) entirely by personal contact. 


In connection 


Our general experience has been that the personal 
contact method has elicited the most favorable responses, 
and the non-personal contact (that is the letter and post- 
card reply) not as favorable. We have found that com- 
munity leaders who are familiar with extended area 
offerings and recognize the advantages to customers, 
can be very helpful to us because their thoughts and 
opinions have considerable influence on the general 
body of customers in the community. 

(4) Economic relationships between the com- 


munities involved: — Where a large number of 
people in one community are employed in the other, 
do their shopping or marketing there, or depend on the 
other community for medical and other professional 
services, there is likely to be a strong desire for ex- 
tended area service. 

(5) Common school districts: — Our teen-agers 
attending high school or junior high school, and some- 
times grade school too, in another community, establish 
ties that carry over into telephone use. It is worthwhile 
remembering youngsters are our future subscribers. 

(6) The opinions of local telephone people: 
— One of the best sources of opinion as to the desirabil- 
ity of extended area service are the telephone people in 
charge of furnishing service in the communities in- 
volved. The thoughts and opinions of these people are 
important, and can be very helpful in reaching a deci- 
sion. The local telephone people are familiar with the 
working habits and social ties of the citizens in the 
communities involved; for example, they will know 
where the customers in their community are employed, 
where they shop, what hospitals and medical centers 
they use, where they attend church and where they send 
their children to school. 

These telephone people sometimes can call attention 
to a particular situation that may change in the near 
future. For example, they have had discussions with 
school authorities and learned that a community which 
does not now have a high school is definitely planning 
to establish one of its own, and consequently the tele- 
phone interests of that community may be substantially 
affected when such action is taken. 

In addition to sounding out the local telephone people 
for their opinions, it will also be even more worthwhile 
to make an actual trip with them through the areas in- 
volved. From such a trip, first hand observations can be 
made of the locations of the communities involved, 
their proximity to one another, highways and roads con- 
necting them, new and potential real estate developments 
between them, concentration of homes near the ex- 
change boundary line and other factors having a bearing 
on the problem. 

(7, 8, 9) Revenue effects, rate levels and cost 
effects: — These three effects are so closely tied to- 
gether that they must be considered collectively as well 
as individually. 

With extended area service, there will, of course, be 
a reduction in toll revenues, and one method of off- 
setting this reduction is to set higher monthly rates. 
The higher monthly rates are justified since customers 
will have the benefit of larger local calling areas, and 
value is thereby added to their service; they will be 
able to make calls to and receive calls from not only 
customers in their own community, but also customers 
in other exchanges as well. 

The added value comes both from the increased num- 
ber of telephones available at local rates and the longer 
distances over which local calls may travel. 

I'd like to go back to one statement I made a few 
moments ago and qualify it. I said that with extended 
area service, there will, of course, be a reduction in toll 
revenues. It would have been more accurate to say 
there will be a temporary or partial reduction in toll 
revenues. 
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There are apparently a good many people who begin 
making more toll calls to other places after an extended 
area calling plan has been introduced. Perhaps these 
customers, now that they no longer have to pay tolls to 
the nearby town which has been added to their local 
calling area, have a stronger desire to make calls to 
other points. In any event, our experience seems to bear 
this out: that there is some recovery in toll revenues 
following the introduction of extended area service. 

The offering of extended area service affects the costs 
of operations. The cost effects are the net result of two 
principal factors working in opposite directions: on the 
one hand the elimination of the operating expense in- 
volved in handling each individual call on a toll basis 
and on the other hand the additional circuits and 
switching facilities to handle the increased volume of 
calling due to the stimulation in traffic which results 
when customers can call toll-free. 

The savings from changing from toll operation to 
local operation are readily apparent. A toll call requires 
ticketing and timing by an operator, or by some mechan- 
ical means; substantial expense is incurred for operating 
labor and associated switchboard positions, or for the 
automatic equipment if the operation is mechanized; in 
addition accounting costs and collection costs are in- 
volved. 

Sometimes toll operation requires circuitous routing 
through a toll center to reach the operator whereas 
direct circuits between the offices may be used if the 
call is local. In the case of the small exchange adjacent 
to the large exchange, where there is a high volume of 
calling, the automatic equipment may be rather expen- 
sive relative to the number of customers using it. 

Under present conditions of handling very short haul 
traffic, the costs involved in handling that traffic as 
toll eat up most, if not all, of the revenue. Most of 
these costs are not incurred if extended area flat-rate 
service is offered. 

While there are economies in extended area service 
there are also certain expense factors which increase 
with extended area service. As I’ve already indicated, 
traffic volumes do increase to perhaps three to four 
times their former number when the toll charge is 
eliminated. The carrying charges on the additional 
facilities needed to handle this traffic will offset to at 
least some extent the savings in operators’ wages, switch- 
board positions, accounting, and commercial work. 

Whatever the net cost effect is, it will need to be 
combined with the net effect on revenues in determining 
the practicability of the particular extended area service 
plan under consideration. I can’t believe, however, 
that there is any situation where it would be entirely 
impracticable to furnish extended area service between 
exchanges, although there may be a few bridges to 
cross in getting there. 

If there is a real need for it, and a desire on the part 
of the public to have it, the telephone company — or 
companies — and I’m sure the Commission too — will 
want to explore every avenue within reason to satisfy 
this need and desire. 

In the final analysis, the real problem is to find a 
way to make the plan financially practicable, and this 
in turn means finding a way of getting to the level of 
monthly rates needed to balance the toll revenue and 
costs effects. This is not really a difficult problem, be- 
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SECURE some measure of the attitude of the public by 

making customer opinion surveys. Experience has shown 

that personal contacts with customers will produce the 
most favorable responses. 


cause experience shows that generally customers are 
willing to pay well for value received in telephone 


service. 


Customer Attitude Studies 





ERIODICALLY we have an outside firm canvass a 

random-selected group of customers in various ex- 
changes to find out what our customers think about the 
Telephone Company, the service we furnish, and the 
cost of that service. 

From these surveys we learn much about how cus- 
tomers feel toward different aspects of telephone service, 
including the rates. Specifically, each customer in the 
survey is asked, “Are there any particular telephone 
rates or charges you feel are unreasonable?” 

While our customers aren’t too critical of our rates, 
none the less a good many of them do offer specific 
rate criticisms. For example, they may direct their 
criticism at the level of the basic monthly charge, or the 
charge for a local pay station call, or the three-minute 
initial period on a long distance call; their comments 
cover a wide range of rate items. 

From our analysis of these rate comments, it is ap- 
parent that if we have any real sore spot, it is the short 
haul toll charge. Approximately one-half of our custom- 
ers rate criticisms are directed at the short haul toll rate. 
The customer either indicates dissatisfaction with the 
toll charge he has to pay to one or more nearby points, 
or he puts it the other way — he wants his local calling 
area extended. 

Customer satisfaction with our rate schedules un- 
questionably has a strong influence, on his over-all at- 
titude toward the company. We place a high value on 
eood customer relations, and we try hard to improve 
them. I sincerely believe that we buy a lot in good 
will from the public we serve when we are able to intro- 
duce an extended calling plan—Adapted from a paper 
presented by Mr. Elliott at the 1957 convention of the 
Illinois Telephone Association. 











“DOLLARS ARE growing smaller but more people have them . .. We must merchandise 
our services if we are to get enough of the available dollars to keep up with our immediate 
problem — growth.” 


The Case of The 
“Harried Hippopotamus” 


By ALLEN R. 


STACEY*#* 


THE YOUNG LADY had fire in her eyes that matched her red hair. She 


demanded one-party service — not next month, not next week, but right 


now. When she didn’t receive it she called the manager a “hippopotamus.” 


.. . But out of that bit of name calling came this article which may harry 


and stimulate you into making greater profits. 


Introduction 





HE WAS an attractive young woman dressed in a 

light green, knitted suit. The service representa- 
tive had been unable to satisfy her and now she sat 
across the desk from me. The fire in her eyes almost 
matched the red of her hair. She was angry. 

She was a student of Natural Life Sciences at the Uni- 
versity of California, Los Angeles, and last night she 
had been discussing her studies with a classmate for 
one hour on the telephone when her party-line neighbor 
had interrupted. She demanded one-party service; not 
next month, not next week, but right now. 

And what was worse she had just called me a “hip- 


* Mr. Stacey is vice president and manager, Sunland- 
Tujunga Tel. Co., Sunland, Calif. 


popotamus.” She repeated, “You are just like a hippo- 
potamus. You sit there, firmly implanted and everything 
I say goes under, over or around you.” 

The young lady received her upgrade to one-party 
service when our construction program reached her area 
in the second quarter of 1957. 

That evening | discussed the episode with my wife 
and we looked up the word “hippopotamus” in the fami- 
ly encyclopedia. Amazingly enough, there is a striking 
resemblance to certain parts of the description of “hip- 
popotamus” and the references some members of the 
public make to those of us in the telephone industry. 
Read this description: 

“Hippopotamus — the river horse, common 

throughout the greater part of Africa. It has a 

thick, square head, small eyes and ears, thick and 

heavy body, short legs terminated by four toes, 
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*~PEOPLE have more dollars to spend for what they want 
but other industries are interested in those dollars and 
the telephone industry must compete for them.” 


skin about two inches thick on the back, without 

hair, except at the extremities. Its flesh is eaten 

by the natives. It can keep its head under water jor 

a great length of time. It is of a mild and inoffen- 

sive disposition, but the hippopotamus can exhibit 

great ferocity and vigor when wounded or stim- 
ulated.” 

Like the hippopotamus we telephone people are prone 
to be mild and inoffensive of disposition, yet we are 
able to exhibit great vigor when stimulated. Perhaps 
we need to become a “harried hippopotamus.” My pur- 
pose in being here today is to harry and stimulate you 
into making greater profits by discussing money-making 


ideas. 


How To Make More Money 


IME AFTER time my subscribers challenge a toll 

charge on the bill and say to me, “Of course it’s not 
the money, it’s the principle of the thing.” What they 
really mean to say, however, “It’s not the principle; 
it’s the money of the thing.” 

So let’s talk frankly about money, our money. Let’s 
call it by name — Money, M-O-N-E-Y, and explore 
money-making, not through major changes such as 
conversions to dial and automatic ticketing but through 
minor improvements in our day-to-day operation. Such 
minor changes can produce astonishing additional prof- 
its. 

It seems to me that we have three areas for explora- 
tion: 

(1) Be sure our miscellaneous rates are adequate and 
comparable to those of other companies. 

(2) Be sure our business interchanged with other 
companies supports itself including earning a reasonable 
rate of return. 

(3) Merchandise our total telephone service product. 


Service Connection Charge Increase — We 
found at the Sunland Company that our rates for 
service connection charges were below those of the 
Bell Company for the State of California. Under those 
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“WANTS are powerful things. They have a way of becom- 
ing ‘needs.’ You and I make the telephone and its ramifi- 
cations — outdoor booths, extensions, etc. — into ‘needs.’ 
For us, our customers’ ‘wants’ can spell the difference 
between indifferent survival and healthy growth.” 
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External communications 


F-40 PBX. Cabinet looks like a regu- 
lar office wardrobe; can be rolled 
anywhere. Its dimensions are 6’ 4” 
high, 4’ 1” wide, 2’ deep. 


for these subseribers... 
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Internal communications 





F-80 PBX. All switching equipment is 
contained in a single compact bay. 
Its approximate dimensions are 6’ 
high, 7’ wide, 1’ deep. 


Now you can sell attended PBX service to 
commercial subscribers who need a com- 
pact, internal dial system with central 
office connections—but lack the space for 
cumbersome bays and power supply. 

The Stromberg-Carlson F-40 PBX of- 
fers a maximum capacity of 40 lines and 8 
trunks, yet it takes only 8 square feet of 
floor space. You install it simply by con- 
necting the telephone cable leads and 
plugging in the self-contained power sup- 
ply to a standard 110-volt AC outlet. 

The attendant’s cabinet, about the size 
of an adding machine, uses keys for an- 
swering and completing calls. All stations 
are equipped with standard instruments. 

For Larger Systems: the F-80 


Subscribers who need more than 40 lines— 


but do not require a selector-type system 
—will find the XY F-80 PBX ideal. This 
system provides up to 80 lines, 14 talking 
paths, 10 central office trunks and 4 infor- 
mation trunks. It is wired for night an- 
swering service. 

The F-80 offers single-party service, 
restricted and “executive-right-of-way” 
service, and conference and code call facil- 
ities. It is furnished with cord-type at- 
tendant’s cabinet in smart, and modern 
styling. 

With these Stromberg-Carlson PBX’s 
you can give an additional lift to your 
commercial revenue. Phone or write your 
Stromberg-Carlson representative for de- 
scriptive literature and hard-hitting sell- 


ing aids. 


STROMBERG-CARLSON 
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DYNAMICS CORPORATION GD 


G tar Sales Offices: Atlanta 6, Chicago 6, Kansas City 8, Rochester 3, San Francisco 6. 








circumstances it was possible within California to im- 
crease service connection charges to the Bell level with- 





out a general rate increase application. Therefore, we 
increased our business installation charge rate $3.00 






































and our residence installation charge rate $2.00. For 

your information we now charge the following: 
Business Primary Station or P.B.X Trunk 

Connection $10.00 


Business P.B.X. Station or Extension 


Connection .......... a srscceeas see L.00 
Residence Primary Station Connection ee 7.00 
Residence Extension Station Connection ........ ~ 4.00 


Supplemental Equipment Rates — Where prac- 
ticable and commercial we increased supplemental 
equipment rates so that these were not bargain rates sub- 
sidized by other exchange users. 


Directory Advertising Rates — We explored in- 
creasing directory advertising rates in line with com- 
parable media. 


Toll Settlements — The cost study method of set- 
tlement has advantages that are not apparent on the 
surface. For example, it provides some protection against 
the Bell System current experiment in a liberal credit 
policy for third number calls. 

It is not permissable in some areas of the Bell Sys- 
tem for a telephone user in, say, Portland to charge his 
home telephone in Coeur d’Alene, Idaho, with a call he 
places from Portland to Seattle. This is without a credit 
card, but simply a third number type of call. Under these 
circumstances it is very possible for the user to give 
a fictitious telephone number or one that will not ac- 
cept the charges. Recently two of our Southern Cali- 
fornia Independent companies had more than $100.00 
worth of toll charged against their companies under 
this policy and the charges were not accepted by the tele- 
phone number being billed because of a divorce in the 
family. 

Under a cents-per-message form of settlement the In- 
dependent company loses more than the Bell Company 
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“OUR service representative says ‘Black is passe.’ There- 
fore, we are selling color as widely and rapidly as 
possible .. .” 
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does for this type of uncollectable. However, under a 
separated cost settlement the entire amount is ultimately 
recovered from the Bell Company. 


Telephone Directory Settlements — Most Inde- 
pendents use the service of a Directory Sales Company 
to sell the advertising and compile their telephone direc- 
tories. I do not suggest that you skip from one directory 
company to another attempting to obtain the best com- 
petitive bid year after year. However, | do recommend 
that you work vigorously with your existing directory 
company to increase your advertising revenues. 

At the Sunland Company this has produced tangible 
results. For example, during 1954 the annual yellow 
page billing was $52,000.00; in 1955 it was $62,000.00: 
in 1956 it was $75,000.00. These represented increases 
of 19 percent in the year 1955 over the year 1954 and 
21 percent in the year 1956 over the previous year. 

These 19% and 20% increases in yellow page reven- 
ues occurred while the business main stations grew only 
12 percent and 13 percent, so that you can see some- 
thing else occurred besides growth in business sub- 
scribers. 

That something else consisted of a program on the 
part of the Sunland Company to spur the Directory 
Company into producing greater results. We did these 
things: 

(1) Made available to the Directory Company sales 
personnel the finest possible working conditions and 
working quarters on our premises during the cam- 
paign. We gave them the best room in the house and 
equipped it down to the latest in colored telephones. 

(2) We had a “kick-off breakfast” at which our 
commercial people met with the directory sales people 
and the sales objectives for this issue of the directory 
were discussed. 

(3) We offered $250.00 in sales prizes to the direc- 
tory people for best production in certain categories. 

(4) We advertised “Yellow Pages” in local news- 
papers, through bill inserts, through placards on our 
outdoor paystation booths and on all company vehicles. 

(5) We discussed carefully with the directory sales 
supervisor the man hours spent in our exchange on 
sales during the previous year and the proposed man 
hours for the current year and the best way to spend 
those man hours. 

(6) We made available to the sales people a list of 
prospects obtained from our information board and 
from a review of the past year’s local newspaper and 
other community activity. 

(7) We did everything possible to make the directory 
sales person feel that he should exert particular effort 
while in the Sunland area and not believe that this was 
“just another telephone company.” 

The cost to us of this entire additional effort was in 
the neighborhood of $500.00 and the directory itself 
increased $13,000.00 per year. 


Western Union Billing — Most Independent Com- 
panies bill telegrams for the Western Union Company. 
At Sunland we receive for this billing 10 percent of the 
amount of the telegram charges. In our opinion we 
should not be promoting the telegraph business because 
a subscriber using the telephone will obtain far more 
beneficial results for himself in most cases and our 











telephone company will receive a greater income if he 
uses the telephone. 

Accordingly, we have prepared a bill insert which we 
include in toll statements containing telegraph billings. 
It reads — “We Notice You Sent A Telegram” and goes 
on to point out to the subscriber that for approximately 
the same amount he pays for a telegram he may make 
a telephone call and receive an immediate answer and 
in addition to extend a personal oral greeting. 

For example, we show the customer that a telegram 
from our exchange to Portland, Ore., will cost him $1.45 
and for only $1.60 he may have a two-way conversation 
on the telephone. If that subscriber telephones, our com- 
pany keeps 75 cents for the call out of its current toll 
settlement. If that subscriber sends a telegram our 
company keeps 15 cents as a 10 percent charge for bill- 
ing the telegram. Obviously, it is to our advantage not 
to encourage the service of our competitor. 


Merchandising — After we have placed the rate 
and interchanged business portions of our telephone 
house in order we must “sell” in order to make money. 
Or, if you prefer the term, we must “merchandise.” 

Someone has said to me “Why merchandise?” He 
pointed out that his earnings were reasonably adequate 
and if the time came when he needed more earnings all 
he had to do was go to the Public Utilities Commission 
for a rate increase. My answer is that we must merchan- 
dise in order to stay alive rather than merely exist. 

Little Johnny was enduring his first day of dancing 
school and doing pretty well at it. He managed to keep 
his feet under control and not step on those of his part- 
ner very often. However, he had one serious failing and 
the dancing school instructor took him to one side 
and discussed it with him. She pointed out that it was 
absolutely necessary for the young man to make a 
complimentary remark in thanking the young lady as 
he left her at the end of the dance. 

Johnny’s mind struggled with that problem all during 
the next number. By the time it had ended he had de- 
cided upon his compliment. As he thanked the young 
lady for dancing with him he remarked, “You perspire 
less than any fat girl | have danced with today.” 

[t appears to me that when it comes to merchandis- 
ing we Independent telephone people perspire less than 
any other industry in the United States. 

Richard Hambrook, executive vice president of The 
Pacific Telephone & Telegraph Co., made some very 
pertinent remarks regarding this challenge in his talk 
presented to the California Telephone Association in 
1956. He emphasized small dollars, population growth, 
competition, 


Dollars are growing smaller but more people 
have them — We have to merchandise our services 
to get enough of these dollars. It takes more of these 
dollars to keep up with our biggest problem — growth. 

The population of California has doubled every 22 
vears since 1900. In California just since 1950 we 
have added enough people to populate the city of Chi- 
cago. Population experts tell us that there is no let up 
in sight. 

This mushrooming population has the additional 
‘haracteristic of the peoples’ desire to “get away from 
t all.” In this case “it all” is the large city. Between 
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nd each home extension 
sgt les than 2 cents 8 day! 





“AFTER we have placed the rate and interchanged busi- 
ness portions of our business in order we must ‘merchan- 
dise’ in order to make money .. .” 


1940 and 1950 for example San Francisco grew 25 per- 
cent but the ring of suburban homes around it grew 
106 percent. 

Everything indicates that this trend of population 
moving to the suburbs will continue and you and I as 
Independent operating men are in those suburbs. The 
future appears bright and promising providing we do 
a total selling job and do not rest upon our laurels. 


People have more money to spend for what 
they want: — Money that is spent on “wants” is 
called discretionary money. It is the dollars a family 
has left over after it pays for the essentials of food, 
lights, rent, heat and clothing. 

The average working man’s family today has 190 of 
these discretionary dollars to spend in each month - 
two and one-half times more than he had in 1941. 
By 1965 he will have twice as many discretionary dollars 
to spend as he has now! 

Our telephone industry is very much interested in 
these discretionary dollars. However, so are other in- 
dustries and we must compete for them. Telephone men 
have learned that the horn of national plenty doesn’t 
automatically shower down discretionary dollars. We 
have to go out and get them. We must lure these dol- 
lars away from colored refrigerators, go-now, pay-later 
vacations, the second TV set, and a new car every year. 

So you and I must merchandise, which means we 
must learn two things; First — understand what the cus- 
tomer really does want; and second, implant “wants” 
within him and make those “Wants” grow. 

The refrigerator business is a good example of this. 
A few years back, it was faced with a large prob- 
lem. That industry had caught up with the needs created 
by World War II. The country was growing, to be sure, 
and new households were springing up. But a refrigera- 
tor is a rugged machine with a long life span. It looked 
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as if the industry was going to have to be satisfied with 
a replacement market. 

Well, they were not satisfied with a replacement 
market. So they brought the magic of colors to refrig- 
erators. They brought out new gadgets like ice water 
dispensers, automatic ice cube makers and freezer 
combinations. In other words, they created “wants” in 
their customers. The refrigerator business is still boom- 
ing, and it looks as if it will keep on. 

“Wants” are powerful things and changeable things. 
They have a way of becoming “needs.” The automatic 
transmission in automobiles has become a “need.” You 
and I make the telephone and all its ramifications a 
“need.” 

For us our customer “wants” can spell the difference 
between indifferent survival and healthy growth. Good 
merchandising and money-making ideas will keep us 
strong. 


Money-Making Ideas 





OU SAY, “All right, | am ready to merchandise 

and make money. What do I sell?” My answer is 
that you sell everything the customer will buy and 
properly use providing you have it on the shelf or 
readily available. Before you promise to deliver be 
sure you've got the goods! 


Sell Extensions — Last year I was very much im- 
pressed to read the remarks of K. L. Schroeder of the 
Northwest Telephone Co. in Illinois. He brought home 
to me that we Independents are missing the boat on 
extension sales. Mr. Schroeder told of analyzing Inde- 
pendent exchanges in Illinois and Indiana and finding 
that where residence main stations totaled less than 200 
within the exchange the percent of extensions was 1.9. 
He described the following conditions. 


Number of Main 


Residence Stations % Extensions 
901-300 2.2 
301-400 3.4 
401-500 3.6 
501-700 3.9 
701-1000 4.4 
1001-2000 ys | 
2001-5000 8.9 


Our Sunland Company had 7000 residence main sta- 
tions when I looked at that article and our percentage 
of residence extensions was 7.7 percent. We immedi- 
ately got busy with a sales promotion campaign and one 
year later our extension stations were 11.4 percent of 
residence main stations and the percentage was con- 
tinuing to go up. 

Now why is this an important question? Well, ex- 
tensions spell M-O-N-E-Y. E. G. Carlson in an address 
to the Iowa Independent Telephone Association pointed 
out that $500.00 will buy approximately twenty tele- 
phone instruments and the results would be amazing 
if we were to invest this $500.00 per year in a net ex- 
tension gain of 20 extension telephones each year for 
10 years. At the end of 10 years we would have invested 
$5,000.00 worth of additional capital and if we had 
received $1.00 per month exchange rental for each of 
these 20 extension telephones added each year we would 
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have receivd in return $13,200.00 in revenue over the 
same period, or a profit over investment of $8,200.00. 
And the next 10-year period we would receive 
$24,000.00! 

We have been missing the boat in extension sales 
revenue. Realizing this, in California we no longer make 
a service connection charge for installing an extension 
telephone if the telephone man is at the subscriber’s 
premises for any other reason. For example, if he is on a 
trouble call he will install an extension free of charge. 
If he is there to install a primary service or another 
extension he will install an additional extension free 
of charge. 


Sell Color — At Sunland we have recognized that 
sooner or later black is going to become an obsolete 
color and we'll have black sets far in excess of our 
ability to use them. Our service representative says, 
“Black is passe.” Therefore. we are selling color as 
widely and as rapidly as possible. We charge $10.00 
per colored installation over and above the normal 
charges that would be associated with that service 
connection if it were black. 

As you well know usage of color can increase your 
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*A FEW months ago our percentage of residence exten- 

sions was 7.7.%. We got busy with a sales promotion 

campaign and one year later our extension stations were 
11.4% of residence main stations .. .” 


inventory problems. We have done everything under our 
control to let our suppliers do the warehousing for us 
and draw down from his stock as we need it. 

At the present time our installation of colored tele- 
phones does not quite equal the net station gain per 
month. To bring these two into agreement and therefore 
not purchase additional black telephones we are retiring 
certain older black instruments. 

It seems urgent to me that we get into this business 
and make our profit on color before Commission and 
public pressure forces us to reduce the price and install 
colored instruments for virtually the same price as black. 


Sell Key Equipment — We have found through 
sending a telephone man to personally interview appli- 
cants for business service (Which we do on every 












business application) we are able to sell more key 
system service than ever before. Using the good quality 
equipment available from today’s manufacturers this 
service is relatively trouble free and is certainly more 
lucrative to the télephone company and better service 
for the telephone users. 


Sell Upgrades — | recognize that many of us may 
not be in the position to sell upgrades throughout the 
territory but I do urge you to sell them wherever pos- 
sible. Again we are facing the inevitable that the small 
price differential between party line service and main 
line service is no longer an economic deterrent. There- 
fore, whether we like it or not, we are going to be 
called upon to provide main line service for many more 
users. In my opinion we might just as well jump into 
this as soon as possible and obtain all of the available 


revenue. 


Non-User Campaign — This may harken back to 
the days of the great depression but we at Sunland 
are inaugurating a house-to-house solicitation of pre- 
mises that do not currently have telephones in service. 
You may say that this is impossible during the days of 
blocked out central offices and saturated outside plant. 
[ admit it is difficult but | believe that it can be done 
in part of your territory if not in all of it. 

The thing we must do, as I see it, is to follow the 
pattern of the electric light industry. Some of you will 
recall when there was only one electric light in a home 
located in the center of the ceiling in the main room. 
Today you may walk into any room and turn a switch 
and lights go on, not only one light to the room, but 
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... and extra dollars, too! 
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many lights. The day lies in the foreseeable future 
when every room within a house will have a telephone 
and using that phone will be as simple as flicking to- 
day’s electric light switch. 


Package Selling — “Package Selling” is a tech- 
nique whereby the commercial office representative and 
the plant department installer do everything possible 
to fill all of the telephone needs of a new applicant. 
If you are not familiar with it, talk to the Bell Company. 
Properly applied the results of package selling can be 
amazing. 

For example, let’s look at the Sunland Company which 
started its package selling program late in the year 
1956. Comparing the three month sales of certain items 
in the commercial department in the months of March, 
April and May of 1956 with the same months of 1957 
we find the following: (1) The sale of directory listings 
increased from a three-month total of 45 to a total of 
161; (2) the sale of extension telephones increased 
from a three-month total of 144 to a total of 173; (3) 
the sale of colored telephones increased from none to 
a total of 200; and (4) the sale of spring retractile 
cords increased from 113 to a total of 241. 

These are not all of the items sold on a package basis 
but certain selected ones which demonstrate the prin- 
ciple. The annualized revenue for three months on the 
above items increased from $2,375.00 in 1956 to 
$5.490.00 in 1957. Thus for a three-month period, a 
revenue increase of $3,115.00 was achieved or a 13 
percent increase was made as a result of “packaged 


selling” certain items. 
Let us see what the combination of “package selling” 





The eye-catching OD-1 sign shown above is for outdoor use. Sturdily con- 
structed to withstand all kinds of weather. The formed Plexiglass faces 
of the sign are enclosed in a galvanized metal case. All lettering is white 
on telephone blue background processed on the inside of the face. Illum- 
inated by four 15-watt incandescent lamps. 100% waterproof, conforms 
to Underwriters outdoor specifications. Complete with heavy-duty hang- 


ing bracket. Sign measures 7 3/4” high by 24 1/16” long. 


WE CARRY ALL TYPES SIGNS TO FIT EVERY NEED 





BUCKEYE TELEPHONE & SUPPLY CO. 


P. O. Box 5707 


your friendly supply house 


Columbus 21, Ohio 
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Fair director, 
volunteer fireman, 
telephone man... 


If you happen to know Bob Croushore, you'll 
recognize him as the smiling young man on the right 
across the page. Bob’s well known in Greensburg, Pa., 
not only as a telephone man but also, among other 
things, as president of the local fire company, a fair 


director and a deacon in his church. 


This month millions of readers across the country 
will meet Bob in a Bell System advertisement called 
“Telephone Ambassador-at-Large.” This ad is one 
of a continuing series in national magazines, designed 
to acquaint the telephone-using public with the calibre 
of men and women who provide the service. We be- 
lieve that these ads give recognition to the friendly, 
neighborly people who serve the public in all of 
America’s telephone companies. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 


Bob takes professional pride in his work. When he installs a telephone 
he knows how helpful it will be to the customer year in and year out. 


PHOTOGRAPHS BY ANSEL ADAMS 
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e CODE-TO- 
SELECTIVE 


CONVERTERS 


Provides 10-party selec: | 
tive ringing. Use with 
present equipment. 


Ask for Bulletin No. 554 | 


FEATURES 


© Lubrica ted forlife 


e Hooks 


are drop-forged 
e Special alloy- 

steel chains 

e Chain sheaves 
‘ of drop-fo 


alloy steel 


e Gear teeth cut 
to precision limits 
e Load brake 

is dependable 


and safe 


e Weights: 


14% -TON, 2 


3-TON, 364 lbs. 
6-TON, 63 lbs. 


Write to York, Pa., office for 
complete information 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, .. 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


6-TON 


rged 


34 lbs. 






















DIGIT 
ABSORBERS 


| bering. 


UNIVERSAL CONTROLS 
CORPORATION 


YOUR AUGUST Il, 


P. O. Box #13122, Walnut Hill Sta., DALLAS 20, TEXAS 





For converting switch- 
boards into full 2-5 num- 


Ask for Bulletin No. 555 
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and colored telephones did to Sunland Service con- 
necting revenues. Comparing the typical month of April, 
with similar station turn-over, for the past three years 
we find: 

April Service 


Year Connecting Charges 


1955 (before “Package Selling”) $1,733.00 — 
1956 (before “Package Selling”) 1,477.00 
1957 (after “Package Selling”) 4,239.00 


Extension of Credit — Every other business | 
know is on a liberal credit basis these days and the 
telephone industry needs to examine its credit policy 
and determine where it may liberalize without detriment. 

In our company we now take orders for new service 
over the telephone, something we have not previously 
done. We then bill all of the installation and monthly 
rental on the first month’s bill and will even divide it 
into multiples of $20.00 to be billed over the first 
three months. Our installers will take orders for addi- 
tional services while they are on the premises and these 
charges will be added to the next month’s billing. In 
other words, we make it easy to get the service into 
the subscribers’ premises. 

We recognize, naturally, that there will be a higher 
quantity of dollars lost in uncollectibles but we are 
finding that the higher volume of revenue offsets the 
increased losses. Our ratio of uncollectibles to gross 
billing has not increased during the past three years. 


Install Public Paystations — No additional 
emphasis is needed from me as to the money-making 
possibilities of installing paystations because much has 
been said in our industry press. 

However, let me emphasize a method of saving money 
on paystations currently in service. Our company used 
to collect every paystation at least once each month for 
billing purposes. We have now inaugurated what is 
called the “skip-stop plan.” This means that where the 
money box is not vulnerable to theft we attempt to col- 
lect that station when the box is nearly full with coin. As 
a practical matter this resulted in collecting many of 
our paystations only once in three months. 

There were three direct results from use of the “skip- 
stop plan”: (1) The annual number of coin box col- 
lections declined 45% from 2292 per year to 1252 per 
year; (2) the annual direct wages paid for coin collec- 
tion declined 49% from $1,075. 00 to $550.00; and (3) 
the annual direct wages for clerical preparation of the 
billing declined 70% from $888.00 to $266.00. It may 
be that the use of ‘ ‘skip-stop plan” coin box collection 
will save money for your company. 


“Put A ‘Hypo’ In This ‘Hippo’ ” 

OW I have given you a flock of ideas. | hope that 

you will remember two or three of these and put 
them to work. Earlier | mentioned a “harried Hippopot- 
amus.” Let’s put a “hypo” in this “hippo.” Yet’s put 
these money-making ideas to work. Let’s Get On The 
Ball And Sell Our Total Telephone Service Product! - 
(Adopted from address presented at the recent conven- 
tion of the Oregon and Washington Independent Tele- 
phone Association. ) 


















Announcing 
the ready- access 


terminal 


This new ready-access terminal is first a 
straight splice for plastic-jacketed, plastic- 
insulated cable. 

An installer-repairman or a cable splicer 
can add up to four, 6-pair, unprotected 
blocks or space may be used to include 
loading coils. 

The flexible neoprene housing is workable 
below zero and is uneffected by summer sun. 
Good design and best quality throughout 
insures a long service life. 


RELIABLE ELECTRIC CO. 
CHICAGO 12, ILLINOIS 
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West Coast Groups Meet 


telephone 


ASSOCIATION 
activities 


Oregon-Washington Independents Hold 


Tenth Annual Joint Convention 


HE TENTH jointly held Oregon 
and Washington Independent 
Telephone Associations’ convention 
was held at the Davenport Hotel, 
Spokane, Wash. on June 13, 14 and 
15, with registration starting the 
afternoon of June 12. The registra- 
tion indicated the attendance to be 
150 persons. Duty kept some of the 
members away dial conversions 
being one of the causes of their ab- 
sence. 
The 
Thursday morning, June 13, with 
W. F. Barnett, president of the Wash- 
Association, presiding, and 


General Sessions opened 


ington 
greetings were extended by W. R. 
Jarmon, president of the host com- 
pany General Telephone Co. of 
the Northwest, and Colonel Dean, 
representing Willard Taft, Mayor of 
Spokane. 

Two addresses followed the intro- 
ductory remarks. They were present- 
ed by Hugh Barnhart, USITA vice 
president, Rochester, Ind., who spoke 
on the subject, “Sixty Years of Serv- 
ice to Independent Telephony,” and 
Francis Pearson, member of the 
Washington Public Service Commis- 
sion, Olympia, Washington, whose 
subject was, “Where Do We Go From 
Here?” 

Emphasizing the strength of the 
Independent telephone industry, Mr. 
Barnhart stated that since the early 
days of telephony the Independents 
collectively have steadily acquired 
stature, operating vigor, and financial 
stability until today there are in the 
United States and its territories some 
1.400 Independent telephone compa- 
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nies serving more than 9,000,000 tele- 
phones in some 11,000 communities. 
These companies today represent an 
investment of nearly $2.5 billion dol- 
lars, have annual gross revenues of 
$650.000.000. — and 
handle more than 40,000,000 local 
long distance calls every 24 


approximately 


and 
hours. 

“Because of their number, form of 
organization, efficient leadership and 
wide territorial coverage,” he said, 
“the Independent companies — of 
America have been an 
factor in the retention of the entire 
telephone industry under the Ameri- 
can system of free enterprise. Cer- 
tainly no business is more truly repre- 
sentative of what we call the Ameri- 
can way than the thousands of com- 


important 


a . 


panies, large and small, that make 
up Independent telephony . . .” 

Commissioner Pearson told the 
convention that while his tenure with 
the Commission — has short, 
“some of the telephone problems have 
been large, and he is convinced that 
a committee made up of representa- 
tives of the Independent companies 
meeting in conjunction with the Pa- 
cific Bell can handle a lot of your 
industry's problems before they ever 
reach the Commission.” 

“Some of your small Independent 
companies,” he said, “are finding it 
hard because of an economic read- 
justment or some other unforeseeable 
factor to give the service that the pub- 
lic feels it is entitled to at price com- 
mensurate to that which members of 
the public feel they should pay. This 
is your problem just as much or more 
so than it is the problem of the Pub- 
lic Service Commission. [ am hopeful 
that the committee that you might 
appoint can come up with some solu- 


been 


W. F. BARNETT, (right) pres. Wash. Ind. Tel. Assoc., Vashon, Wash., and 
J. W. DICK BAKER, sec.-treas., Washington Independent Telephone Assoc. 
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tions to problems of this type.” 

Referring to the problem of de- 
veloping some sort of policy for han- 
dling exchange boundary conflicts, 
Mr. Pearson said, “Many exchange 
boundaries were set up years ago and 
the exchanges encompassed fringe 
areas with little or no need for tele- 
phone service.” 

“Due to unforeseeable 
changes many of the previous barren 
areas have become well settled with 
the inhabitants having their tele- 
phonic community of interest in an 
adjoining exchange,” he said. “While 
this condition is not unusual, there 
are cases where due to the distance 
from the central office and the asso- 
ciated line extension costs, it becomes 
almost prohibitive to obtain tele- 
phone service from the company con- 
trolling the exchange in which the 
prospective customer lives. The prob- 
lem is doubly complex when the pros- 


economic 


pective customer sees one of his 
neighbors who may be only a few 
hundred yards away but in another 
exchange, receive telephone service 
from the latter company at no cost. 

“The Commission is well aware of 
the need for exclusive exchange areas, 
but try and justify it to the person 
wanting a telephone but met with 
the above conditions. 

“With telephone service now con- 
sidered a necessity, the person who 
has to pay more for a telephone in- 
stallation than his neighbor is going 
to be unhappy and not very sym- 
pathetic to the whole telephone indus- 
try. Certainly if committee 
could develop some sort of policy or 


your 


to either eliminate or re- 
conflicts. it 


program 
strict these boundary 
would lessen one of the Commission’s 
headaches as well as remove a source 


of ill will towards your industry . 





OREGON-WASHINGTON Convention speakers (Il. to r.)}: HOWARD MORG. 





Administrator, 


DAVID A. HAMIL, 
REA, Washington, D. C., addresses 
10th annual joint convention of the 
Oregon and Washington Independent 
Telephone Associations. 


Thursday afternoon was devoted to 
the Plant and Accounting Open 
Forums. The Plant Forum was con- 
ducted by D. J. Tompers, West Coast 
Telephone Co., Everett, Wash., Mau- 
rice Hull of the Peninsula Tel. & Tel. 
Co., Forks, Wash., Douglas C. Dim- 
mitt of the General Telephone Co., of 
the Northwest, Spokane, Wash., and 
Carl Hanenburg, West Coast Tele- 
phone Co., Everett, Wash. 

The Accounting Open Forum was 
lead by Earl J. Thierer, General Tele- 
phone Co., of the Northwest, Spokane, 
Wash., with Lamar Gaines of the 
Cascade Telephone Co., North Bend. 
Wash. and Eugene Bishop of the 
Oregon-Washington Telephone Co.. 
Hood River. Oregon. assisting. These 
forums were well attended. 

The general session Friday morn- 
ing featured addresses by Neal Has- 
brook. secretary of the California In- 
dependent Telephone Association. San 
Francisco. Calif... and Howard Mor- 





) 


a) 


AN, 


gan, Commissioner of the Oregon 
Public Utilities Commission, Salem. 
Mr. Hasbrook discussed “Results of 
Toll Settlements On A Cost Basis In 
California,” and Mr. Morgan spoke 
on “The Adequacy of Service of Tele- 
phone Utilities.” 

After reviewing the background of 
toll settkements and cost studies in 
seneral, Mr. Hasbrook told the con- 
vention the results of six separation 


studies made in 1955, 1956 and 
1957: 

(1) The first company studied op- 
erated a_ single office dial CDO 


system, serving about 325 stations in 
the foothills of the Sierras. Its oper- 
ations during the first nine months 
of 1955 were annualized and separ- 
ated for the purpose of establishing 
the full cost of toll service. The study 
was completed in December, 1955 
and the company adopted a cost basis 
of settlement in January 1956. As a 
result, the company’s annual toll set- 
tlement was increased by 89 percent, 
or $5,100. 

(2) The next company that pre- 
pared a separation study and adopted 
a cost basis of settlement operated a 
multi-office dial exchange on a par- 
tial CDO basis in the San Joaquin 
Valley. This company served approxi- 
mately 1700 stations during the study 
period, which was the second half of 
1955. The study was completed and 
a new toll agreement was negotiated 
in April, 1956. As a result, this com- 
pany's toll setthkement was increased 
by $18,800 or 27 percent. Immedi- 
ately preceding the study period this 
company had completely rebuilt its 
outside plant and installed new cen- 
tral office equipment, and its plant 
investment reflected current costs. 

(3) The next company studied was 
another single dial office. CDO. serv- 





Co., 


commissioner, Public Utilities 


Salem, Ore.; LAMBERT MILLER, president, Oregon Independent Telephone Assoc., Sunnyside, Ore.; NEAL HAS- 
BROOK, secretary, California Independent Telephone Assoc.. San Francisco, Calif.; and ALLAN STACEY, vice pres. 
& gen. mgr., Sunland-Tujunga Tel. Co., Sunland, Calif. 
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Kellogg has moved into 
new quarters in California. 
Ultramodern facilities now serve you at Burlingame 





The new headquarters for line supplies in the 
Pacific and Northwest areas .. Kellogg's 
modern Burlingame, California, warehouse. 








E CABLE YOU WANT... 
WHEN YOU WANT IT 


both lead-covered and plastic- jacketed 
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_PID YOU KNOW THAT .. . 


Kellogg was the first to 
develop the successful system 
| pf straightforward trunking 
that has now completely 
replaced the old order- 


Wire svstem. 
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Now your local Kellogg warehouse offers lead-covered and plastic- 


jacketed cable in a complete range of sizes and specifications . 


many of them in stock and ready for immediate delivery. 


Kellogg has had 60 years of experience in bringing line supplies to the 


independent telephone industry. When you order from Kellogg you 


know your order will be handled by an experienced telephone expert. 





KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
A Division of 
International Telephone and Telegraph Corporation 
Sales Offices: 6650 S. Cicero Ave., Chicago 38, » 
Phone: POrtsmouth 7-6900 


KELLOGG Branch Warehouses and Offices: 


6000 W. 5st Street 
Chicago 38, IIlinois 
REliance 5-5445 


410 N. Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 


23 Broderick Road 
Burlingame, California 


OXford 7-5780 


4501 Truman Road 1594 Southland Circle, N. W. 


Kansas City 1, Missouri Atlanta, Georgia 
Humboldt 7085 Sycamore 4-244] 


1515 Turtle Creek Blvd. 
Dallas 7, Texas Export Distributor: 


Riverside 7-5191 
International Standard 


555 West Fourth Street Electric Corp. 
Mansfield, Ohio 50 Church Street 
Mansfield 7-2816 New York 7, New York 


504 County Bank and Trust Bldg. Passaic, New Jersey Prescott 9-3610 





ing a community in the Sierra foot- 
hills. The study period for this com- 
pany was the first half of the year 
1956, during which it served ap- 
proximately 700 stations. It also had 
completely replaced its plant just 
prior to the start of the study period. 
The study was completed and a new 
toll agreement was negotiated in 
September 1956. As a result of the 
new agreement, its annual toll settle- 
ment was increased by $10,900, or 
84 percent. Again the plant invest- 
ment reflected current costs as of the 
study period. 

(4) A study was completed about 
the same time on a multi-exchange 
company serving a large area of 
Northwestern California and provid- 
ing toll service between its own ex- 
changes over an extensive toll net- 
work. This company operated both 
manual and dial exchanges and dur- 
ing the study period served approxi- 
mately 2200 stations. It also negoti- 
ated a new toll agreement in Septem- 
ber 1956 and as a result increased 
its annual toll settlement by. $42,000, 
or 22 percent. 

(5) The fifth studied 
served a rural area in West Central 
California and provided service to 
approximately 250 stations through 
a manual common battery switch- 
board. The study period for this com- 
pany was the year 1955; the study 
was completed and a new toll agree- 


company 


ment was negotiated in December 
1956. This company’s annual toll set- 
tlement was increased by $7.600 or 
92 percent. This increase of almost 


é 


& , ¥ 5 ” 


100 percent was due largely to the 
extraordinarily high toll portion of 
its plant investment and operating 
expenses to toll service. 

(6) The sixth company studied op- 
erated two dial CDO offices serving 
approximately 400 stations in two 
exchanges in the extreme northern 
portion of California. This company 
had converted from magneto to dial 
operation several years before the 
study was made and had not experi- 
enced significant growth since con- 
version. The study was completed in 
December 1956 and a new toll agree- 
ment was negotiated in January 1957. 

The company’s annual toll setile- 
ment was increased by $1,400, or 15 
percent, over what it had received 
under the 1952 cents-per-message set- 


tlement agreement. However, the 
1956 cents-per-message agreement 


would have increased its settlement 
by approximately the same amount, 
indicating that the company’s toll 
costs per message were virtually the 
same as the nation-wide average on 
which the 1956 cents-per-message set- 
tlement agreement is based. The com- 
pany, however, adopted the cost basis 
of settlement as it is subject to yearly 
review and future increases in oper- 
ating cost and plant investment will 
be reflected in future settlements. 
“The seventh company to adopt a 
cost basis of settlement is one of the 
largest companies in California.” Mr. 
Hasbrook said. “serving a portion of 
metropolitan Los Angeles and an ex- 
lensive area in the Southern Cali- 
fornia desert. This company very re- 


cently completed its study and nego- 
tiated a mew toll agreement. | have 
not yet seen a copy of the study but 
have been informed that the company 
will realize an increase in annual toll 
settlement of $480,000. During 1956 
this company settled under a standard 
cents-per-message agreement; its toll 
revenues for the period were $2,033.- 
000. The increase of $480,000 is 
slightly more than 23 percent of its 
1956 toll revenue. 

“I believe that toll settlement in- 
creases | have enumerated clearly in- 
dicate why California Independent 
telephone companies find it well 
worth while to undertake separation 
studies in spite of the expenditure of 
time and money they involve. It is 
my personal opinion that the time is 
not far distant when all California 
Independents will settle with the Pa- 
cific Company for interchanged toll 
on the basis of cost. If that becomes 
an accomplished fact, complete data 
on intrastate toll service will be 
readily available to the California 
Commission, enabling it to establish 
a uniform schedule of intrastate toll 
rates that will provide the same rate 
of return on toll plant to all com- 
panies.” 

Mr. Hasbrook stated that Pacific 
Telephone & Telegraph Co., has fully 
cooperated with the Association and 
its member companies in the prepara- 
tion of separation studies. 

“Due to this cooperation.” he said. 
“The California Association has been 
able to develop separation forms 
which have both standardized and 
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SHOWN AT speaking table at recent convention of Oregon-Washington Independent Telephone Association are (I. 
to r.): — Colonel DEAN, representing the Mayor of Spokane: W. F. BARNETT, president, Washington Independent 
Telephone Assoc., Vashon: HUGH BARNETT, vice pres. USITA, Rochester, Ind.; and FRANCIS PEARSON, member 


of Washington Public Utilities Commission, Olympia. 
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simplified the development of separ- 
ated costs by California companies. 
The Pacific Telephone & Telegraph 


Co. must necessarily check all separa- | 


tion studies used as a basis for settle- 
ments and the use of the Associa- 
tion’s forms by our member compa- 
nies has greatly expedited that op- 
eration.” 

Referring to the rate of return 
used in these studies, Mr. Hasbrook 
reported that at the present time, The 
Pacific Company’s rate of return on 
total California toll operations, both 
state and interstate, is applied to the 
Independent company’s plant invest- 
ment to obtain the return component. 
Over the period covered by the 
studies made to date, this return has 
ranged from a low of six percent to 
a high of 6.7 percent. 

“A number of our companies feel 
that the use of Pacific’s rate of re- 
turn is unsatisfactory and have pro- 
posed various other rates,” he said. 
“These include the rate last found 
reasonable for each company by the 
California Commission and a rate 
based on Pacific’s but adjusted to 
reflect the difference between the 
rates of return last fixed by the Com- 
mission for the Pacific Company and 
for the Independent. . .” 

“The Case of the Harried Hippo- 
potamus” was the title chosen for his 
address by Allan Stacey, vice presi- 
dent and general manager, Sunland- 
Tujunga Telephone Co., Sunland. 
Calif. While this title is humorous. 
and some of the stories Mr. Stacey 
related were on the humorous side. 
both the title of his address and the 
stories he told had a good point to 
bring out in his talk, and he gave his 
listeners many good ideas on how to 
make money in the telephone busi- 
ness. 

The Saturday morning general ses- 
sion included an address “R.E.A. 
Telephone Program,” presented by 
David A. Hamil, Administrator, Rur- 
al Electrification Administration, 
Washington, D. C. and an address, 
“Tonics for Small Exchanges” given 
by J. T. Naylor, vice president, Unit- 
ed Utilities, Inc., Kansas City, Mis- 
sour. 

Mr. Hamil told the convention that 
REA’s objective in the telephone field 
is easy to sum up. 

“It is to get adequate telephone 
service on our farms,” he said. “Only 
about half now have service of any 
kind. This compares with about 95 
percent of our farms that have elec- 


CALCUIAGRAPH 
inp 





Photo courtesy of Union Telephone Co., Owosso, Mich. 


Now, Calculagraph, the modern dependable computer, 
automatically figures and prints toll calls up to 60 minutes 
—no need to add 30 minutes on long conversations. 


Thus, Calculagraph adds one more feature to reduce human 
errors by busy operators and increases the volume of calls 
handled per operator. Assures you of all revenue due 

on every call. 


For accurate toll call records, for automatic computation of 
elapsed time, for more efficient operation, install the new 
60-minute elapsed time Calculagraph on your switchboard. 


Information on this new Calculagraph is 
yours upon request. 


Write today for illustrated brochure to 
Dept. TM 





HARRISON, N. J. 


DEPENDABLE ELAPSED TIME COMPUTERS SINCE 1892 
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when an 


where you need it! 


From many convenient locations, 
quality Keystone Wire is available 
for the needs of the telephone in- 
dustry. Keystone offers a full range 
of Class A line wire in 50M, 85M 
and 135M tensile strengths. All line 


wires meet the specifications of 


A.S.1.M. and A.T.&T. and are ap- 
proved by R.E.A. Your Keystone 


Distributor also offers a full line of 


galvanized bond, tie and construc- 
tion wire in a full range of gauges. 
For quality wire—and prompt de- 
livery—contact your nearest Key- 
stone Telephone Wire Distributor 
or write direct for information. 

KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 
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Crescent Electric Supply Company 


Burlington, lowa 
Cedar Rapids, la 
Davenport, lowa 
Dubuque, lowa 
Madison, Wisconsin 
Mason City, lowa 
Ottumwa, lowa 
Peoria, Illinois 


Quincy, Illinois 


Rapid City, South Dakota 


Sioux City, lowa 

Sioux Falls, South Dakota 
Spencer, lowa 

Sterling, Illinois 


Waterloo, lowa 
Dakota Electric Supply Co. 


Fargo, North Dakota 
Joslyn Mfg. and Supply Co. 
Birmingham, Alabama 

Chicago, Illinois 

Dallas, Texas 

New Orleans, Louisiana 
New York, N. Y. 

N. Kansas City, Missouri 


Oklahoma City, Oklahome 
Omaha, Nebraska 
St. Paul, Minnesota 
Kingsport Electric Co., Inc. 
Kingsport, Tennessee 
The Mine & Smelter Supply Co. 
Salt Lake City, Utah 
Line Material Company 
Milwaukee 1, Wisconsin 
Nelson Electric Supply Co. 
Dallas, Texas 
Lubbock, Texas 
Jack Pruzan Co. 
Seattle, Washington 
Southern Electrical Corp. 
Chattanooga, Tennessee 
Suttle Equipment Company 
Lawrenceville, Illinois 
Wheeler Lumber Bridge & Supply Co. 
Norfolk, Nebraska 
British Ropes Canadian Fact., Ltd. 
Vancouver, B. C., Canada 


Marshall-Wells Canadian Companies, 
Ltd. 


Winnipeg, Manitoba, Canada 


... by the makers of famous Red Brand Fence 


1957 TELEPHONE ENGINEER & MANAGEMENT 











. Most of the rural people 


tricity 
who lack service are isolated or in 
small pockets within or between exist- 


ing service areas. Many of these 
families, small businesses, schools 


and other institutions want telephones 
and feel keenly the handicap of be- 
ing without service. Others will have 
to be sold on the benefits of dial tele- 
phone linking them with their neigh- 
bors and with distant places.” 

Emphasizing that there is no such 
thing as a local, self-contained tele- 
phone system, Mr. Hamil stated. 
“Systems must be compatible 
throughout the Nation.” 

“The systems that are built with 
REA financing must tie in with adja- 


cent city systems, with those which 
handle toll calls.” he said. “It is be- 


coming more 
differentiate between rural and urban 
service. REA loans can help farmers 
most by financing telephone facilities 
that tie together the farms, suburban, 
and city telephones of an area. Every 
new telephone installed on a farm or 
along the rural roads helps the city 
subscribers and makes their service 
more valuable. You are doing an im- 
portant community service when you 
tie the rural areas to their trading 
centers with modern telecommunica- 
tions. 

Stating that REA is seriously con- 
cerned about how service 
taken to unserved pockets, Mr. Hamil 
reported that each day brings addi- 
tional letters from individuals or from 
very small groups asking how they 
can get telephones. 

“REA field representatives,” he 
said. “are instructed to follow up 
requests for service by determining: 
First. if the existing telephone organ- 
ization in the area can provide the 
service: second, in case the existing 
company is unable to provide serv- 
ice, if the Bell system or another In- 
dependent company or cooperative | 
nearby can provide service; third, if | 
a new corporation is required. In| 
some cases service can be provided | 
by exchanges of territory. In other 
cases merging or acquisition of prop- | 
erty is a possibility. We continue to| 
find some instances where a number | 
of small mutuals or 
farmer-owned lines can be combined 
into a new corporation which can 
qualify for an REA loan. 

“REA does not determine who will | 
provide service or what corporate | 
form an applicant selects. These are | 
matters for local option. REA under- | 


companies or 
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GENERAL 


MUD BUCKET #G100 
Patent No. 2,628,121 


Handles 

Bucket Capacity 
Overall length 
Weight 





Ove: 450 various items of Line Construction Tools, Maintenance 
& Pressure-Testing Equipment in stock for immediate Shipment 


PORCELAIN PRODUCTS 


TELEPHONE INSULATORS 


. - » The RELIABLE Line 


Telephone industry acceptance has 


proved Porcelain Products... the 
reliable line of telephone insula- 
tors. Porcelain Products assures 
unvarying uniformity... strength 
. . +. precision manufacture and 
rigid inspection—always depend- 
able. A complete line for every 
application. Keep your service 
standards high—with Porcelain 
Products’ telephone insulators. 
Backed by 60 years experience 
producing porcelain insulators. 
Ask you jobber or write us direct. 

PORCELAIN PRODUCTS, INC. 
FINDLAY, OHIO 





MACHINE PRODUCTS 


COMPANY, INC. 
7th & Wood Sts. 
Philadelphia 6, Pa. 










Strand for every practical 


Cable Benders 
Cable Blocks 
Cable Lashers 


Coaxial Cable 
Tools 


Lashing Wire 
Clamps and Grips 


Portable & Power 
Reels 


The MUD BUCKET is the answer to the utility 
man’s problem when the going is tough. 
Eliminating the makeshift lard cans, buckets 
or other receptacles which have to be used 
whenever water, mud or slush are encoun- 
tered. Made of sturdy aluminum, the MUD 
BUCKET has mechanical steel bushing on all 
pivot points. Tested under the most severe 
conditions and has proved to be durable 
and long lived. 


4 a Aerial Tents 
. =f 
' 











8 ft. 

5 Qts. liquid measure 
9 ft. 1 in. 

8 Ibs. 4 oz. 


| Special Purpose Tools To Specifications 
Literature on Request 





hiwe ALONG THE LINES 
| ip 


LINEMEN 
AT WORK 


Yrapo GALVANIZED 


GUY & MESSENGER STRAND 


Positive strength and durability econo- 
mies, combined with the superior quali- 
ties of steel, make @rapo Galvanized 
Steel Strand a rugged performer. The 
heavy, ductile, tightly-adherent galvan- 
ized coating — applied by the famous 
@Crapo Process — provides dependable 
protection for the steel, prolongs the 
expectant life of the strand. There is a 
size and grade of @rapo Ga!vanized 
need. 
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construction 
and 
maintenance 


DIGEST 


Published regularly to help you get the most 
out of your materials and supplies dollar 












e Lead in reserve 





e No clamps — no clips 






Su personic splice 






On the inside 











by Walter G. Baum, Office Mgr. and Inside Sales—Kansas Cit) 


Although I’m from Missouri, nobody has to show me 
how much careful attention is paid to your supply 
needs at Stromberg-Carlson. You might be inter- 
ested to hear why. Well, these orders of yours for 


parts sad equipment, actually help further the science of telephony. 

Were up to our neck in this industry as a full-time job. We appre- 
ciate your support—because your supply business plays a major role 
in helping us continue our research for new and better telephone 


equipment—for you. 


Reserve lead keeps battery young 


Inside the unique lead buttons 
in an Exide-Manchex positive plate 
there’s a coil of reserve lead de- 
signed to prolong battery life. Over 
the years, as this lead is needed, it 
goes into action, instantly and 
automatically. 





The unique thing about Exide- 
Manchex construction is that the 
reserve lead does not have to sup- 
port the plate. The spiral lead but- 
tons are tightly locked into a cast 
lead-antimony alloy grid several 
times more rigid than pure lead. 
Hence the reserve lead can be com- 





pletely consumed while the plate 
retains its strength. 

Only Exide-Manchex Batteries 
have this construction. In addition, 
they feature a plastic jar that saves 
weight and space, high level elec- 
trolyte for less frequent filling, and 
huge bottom reservoir that virtual- 
ly insures against sediment shorts. 





You save up to 99c 
on each guy strand 

Save as much as 99c per guy 
strand with Preformed Guy-Grip 
dead-ends—the safe, low-cost way 
of dead-ending guy wires. 


Strand is terminated here 
(no looping required) 


Install PLP Guy-Grip dead-ends 
quickly and easily by hand. 





Since each PLP Guy-Grip dea 
end provides its own loop-eye, y 
don't need clamps, clips or loop 
and you need less strand. Yet the 
Guy-Grip dead-ends hold the ful 
rated strength of even extra hig 
strength steel strand. 

You enjoy a substantial saving « 
installation time because the job 
easily accomplished by hand, an 
most of the application can | 
done on the ground. 

PLP Guy-Grip dead-ends can b 
applied either to the cut end or th 
coiled end of the strand, whic! 
means you can cut the strand to 
proper length after application o 
the Guy-Grip dead-end. 





High-speed splice 
outlasts the wire itself 

You can cut half the time ofl 
splicing wires—and get a splice that 
will actually outlast the conductor 
itself! 





Available for all types of wire: Nicopress sleeves. 
Special Nicopress tool is easy to use. 


Because it is stronger than the 
rated breaking strength of the wire, 
you just cant pull apart a joint 
made with the Nicopress sleeve. It 
will withstand the toughest strains 
of vibration, yet makes a neat, com- 
pact splice that you can use on drop 
or inside wires as well as other 
lines. A tough inner alloy lining 
harder than either the sleeve or the 
conductor — is the secret of Nico- 
press sleeves’ strong grip. 

To apply Nicopress sleeves quick- 
ly and simply, use the Nicopress 
tool, which is specifically designe: 
to work together with the sleeves 
for high-speed splicing. 
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Long life . . . low cost 


To meet your needs for inside 
wiring cable, Whitney Blake Com- 
pany offers Inside “Telecable’— 
nulticonductor paired—with semi- 
igid insulation — brown or ivory 
Plastite jacket. Available in 24 
\.W.G. soft bare copper conduc- 
tors up to 76 pairs and 22 A.W.G. 
up to 51 pairs. 

This inside wiring cable gives 
long service life because: it is water- 
resistant; has high resistance to 
crushing; is unaffected by humid- 
ity. The semi-rigid Plastite insula- 
tion has far greater compression 
strength than regular polyvinyl 
chloride compounds. The resulting 
long life of the cable means much 
lower maintenance costs. 





Semi-rigid Plastite insulation 


Inside “Telecable” is light in 
weight and easy to install. To ter- 
minate conductors, simply strip in- 
sulation and then solder. 

The insulation is permanently 
colored for lasting polarity identifi- 
cation. 

For economy plus protection, 
order from your Stromberg-Carlson 
representative. 





Did you know .. . that the Strom- 
berg-Carlson general catalog has 
more than 100 pages of mainte- 
nance and construction supplies 
alone? You can do all your business 
“under one roof” and find the same 
quality and reliability in every item. 





)istributed by 
STROMBERG-CARLSON 


DIVISION OF GENERAL DYNAMICS CORPORATION 


ales Offices: Atlanta 6, Chicago 6, 
Kansas City 8, Rochester 3, 
San Francisco 





went alternate periods of criticism 
from individuals speaking for the 
telephone companies and from indi- 
viduals speaking for the cooperatives 
who alleged that we were making 
loans to too many of the ‘wrong’ 
kind of telephone organization. I 
want to say very plainly, that any 
individual or group which comes 
to REA with a proposition for rural 
telephone service that comes within 
the criteria set up by Congress is go- 
ing to get a loan if we can possibly 
justify it. And we do not justify loans 
on the basis of whether the applicant 
is a non-profit cooperative, a mutual 
association, or telephone  com- 
pany... 

Referring to two major changes of 
policy affecting telephone borrowers, 
Mr. Hamil said the first was a change 
in loan security requirements. 

“There are five basic factors in the 
policy.” he said. 

(1) A reasonable assurance of ob- 
taining the telephone market on 
which the proposed system design is 
based. 

*(2) A finding that the proposed 
system is economically feasible with 
application of rate schedules that are 
appropriate for the area to be served. 

(3) A determination that the ex- 
perience. community standing. and 
general reputation of the principal 
owners and manager of the borrow- 
er are satisfactory. 

(4) A first lien on the borrower's 
total system or other adequate securi- 
ty. 

“(5) The acceptance of specified 
managerial and financial controls in 
the loan security documents to be ef- 
fective when the REA minimum net 
work requirement is not being met.” 

The second recent change of policy 
concerned payments of interest. In 
the past, these payments were post- 
poned during the early period of the 
loan and accrued interest during that 
period was paid in installments over 
the remaining life of the loan. In the 
future, interest will be payable on a 
quarterly basis as it accrues. This 
brings the method of collecting in- 
terest into line with general practices 
in and out of government. When re- 
quests by the borrower are found 
necessary. a loan may include funds 
from which payments of interest may 
be made during the period preceding 
the first scheduled payment of prin- 
cipal, but not exceeding five years. 
As in the past. principal payments 
on telephone loans generally will be 








LAMBERT MILLER, president, Ore- 


gon Independent Telephone Assoc., 
Sunnyside. 


scheduled to begin three years after 
the date of the note. In those cases 
where need for a longer period is 
established, the specific period will 
be determined by the circumstances 
in the particular case. 

Friday afternoon featured a Com- 
mercial and a Traffic Open Forum. 
The Commercial forum was led by 
Chairman Dale Benjamin, General 
Telephone Co. of the Northwest, 
Spokane, Wash., assisted by Don 
Childers, Oregon-Washington Tele- 
phone Co., Sunnyside, Wash., and 
Lowell Brown of the Valley Tele- 
phone Go., Silverton, Oregon. 

The Traffic Open Forum was con- 
ducted by D. A. Perigo, West Coast 
Telephone Co., Everett, Wash., assist- 
ed by Derek Brine, General Tele- 
phone Co. of the Northwest, Spokane. 

The manufacturers and suppliers 
exhibits were displayed on the mez- 
zanine floor of the Hotel, giving the 
members an opportunity to view these 
excellent exhibits with ease. 

On the lighter side, the Pioneers’ 
luncheon on Thursday, and the ladies’ 
luncheon on Friday were well attend- 
ed. Entertainment at both luncheons 
was rated very highly by those who 
attended these functions. C. E. Hoy, 
president of the Northwest Chapter 
of the Independent Telephone Pioneer 
Association, made the guests at the 
Pioneers’ luncheon welcome; and 
Mrs. W. R. Jarmon, hostess of the 
ladies’ luncheon, with her able assis- 
tants, greeted their guests with a 
warm welcome, presented them with 
prizes, a delicious luncheon, and 
completed their afternoon with a 
worthwhile book review. 

The banquet Friday evening was 
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For Satisfaction 
Order Them 


N From Suttle Stock 


Hemingray Glass 
Fifty years ago Hemingray glass in- 
sulators stood for quality—today they 
still do — the five popular telephone 


styles cre always in stock. 


Porcelain Products Knobs 


Careful mixing of the clays provides a 
uniform quality material highly resist- 
ant to breakage — along with accu- 
“firing’’ PP knobs and 


insulators are of the finest quality you 


rately controlled 


can buy. 


Pearl Screw Brackets 


Made at the Pearl 


Pearl” 


factory—where the 
the 


are 


patent on lead sealing 


originated — these the genuine 
product with all the pride of the inven- 


tor behind the quality of the product. 






Serving 
independent Telephone Mea 
Since 1910 


LAW RENCE VILLE ILLINOIS 


60 YOUR 
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held in the Main lobby of the Hotel 
and the room was filled to capacity, 
what with the celebrities seated at 
the head table across one end of the 
lobby, the stage at the other end and 


the guests seated at long tables in 
the center. Toastmaster, Attorney 


Richard S. Munter, introduced the 
guests at the head table with humor- 
ous remarks, which he does so ably, 
and with the soft music played 
throughout the banquet, the high cali- 
bre of entertainment presented, and 
the excellent dinner served by the 
famous Davenport Hotel. made for a 
very successful evening. 

Separate business meetings were 
held by the Oregon and Washington 
Associations Saturday morning 
just before adjournment of the con- 


on 


vention. 

Officers of the Oregon Independent 
Telephone Association elected at the 
Meeting President, 
Miller, vice 
president, L. E. Scott, Lebanon; sec- 
retary-treasurer, Leslie A. Gritten, 
Everett. Directors are M. F. Berglund, 
De Lake; Lowell Brown. Silverton; J. 
Cavanaugh. Raymond M. 
Crockett, Redmond, Lyle 


Business are: 


Lambert Sunnyside; 


LaGrande; 
Oregon; 


Cross, Beaverton; Rodney Cummings, 
Philomath; James W. Damon, Mt. 
Vernon; Floyd Day, Estacada; Earl 
Dean, Hood River; John H. Dillard, 
Nehalem; Don Gibbs, Cave Junction; 
D. O. Hood, Medford: Ernest R. 
Hood, Portland; and Leon L. Roome, 
Halsey. 

Officers of the Washington 
pendent Telephone Association elect- 
Presi- 


Inde- 


ed at the business meeting are: 
dent, Maurice Hull, Forks; vice presi- 


dent, R. E. Rudolph, Ellensburg; and 
secretary-treasurer. J. W. Baker, Spo- 
kane. 

Board of Trustees: W. F. Barnett, 


Vashon; Lee Bolles. McCleary: Don 
Childers, Sunnyside; L. M. Curry, 
Yelm; Ray Dalton, Everett; B. L. 
Gaines, North Bend: Norman Hower- 
ton, Ilwaco; Maurice Hull, Forks,: W. 
R. Jarmon, Spokane; Milton Larson, 
Lynden; Wm. G. Pottratz, Cowiche; 
J. R. Reynolds, Naches; R. E. Ru- 
dolph, Ellensburg: O. E. Serwold, 
Poulsbo; and G. J. Stover, Mount 
Vernon. — Prepared from data sub- 
mitted by J. W. Baker, 
Washington Independent 


Secretary - 
treasurer, 
Telephone Association. 





Buckeye Tel. Holds 
Plastic Cable Clinic 

THE PLASTIC CABLE Clinic held 
in Columbus, Ohio recently attracted 
nearly 100 persons from the states of 
Ohio, Indiana, Illinois, W. Virginia, 
Kentucky, Michigan, Pennsylvania, 


acca tia mea 


Pa a se co nge 





New York, Georgia and Florida, ac- 
cording to R. L. Hepner, sales man- 
ager for Buckeye Telephone & Supply 
Co. Guests at the Clinic, which was 
sponsored by Buckeye Telephone & 
Supply Co. in cooperation with Su- 


Hickory. NG. 


perior Cable Corp.., 


CABLE CLINIC 
JUNE 20-20" 


nae sas se aaa IS 
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DEMONSTRATIONS conducted by engineering staff of Superior Cable Corp. 

at Cable Clinic, June 20-21, at Columbus, Ohio. Sponsored by Buckeye Tele- 

phone & Supply Co. in cooperation with Superior Cable Corp. Shown above (left 

to right) James Robb, executive vice president, engineering, Superior Cable 
Corp., Wm. Kirksey and Clyde Foster, sales engineers. 
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represented various Independent tele- 
phone companies, railroad and muni- 
cipal communications departments. 
The Clinic opened with registration 
and a tour of the Buckeye warehouses 
and offices at 1250 Kinnear Road, 
Columbus. Following a noon lunch- 
eon, demonstrations and discussions 
were held at the Grandview Inn. 
The first day’s program included 


such topics as: “Lead to Plastic Cable 


Splices.” “Plastic to Plastic Cable 
Splices.” “Terminating Plastic 
Cable.” “Locating and Clearing 
Faults on Plastic Cables.” and “Load- 


ing Plastic Cable.” 
first day were concluded with a ban- 
quet at the Grandview Inn with J. H. 
Su- 


Bowman. vice president sales, 


perior Cable Corp. presiding. 


General Telephone Announces 
Organizational Changes 
SEVERAL 


in the operating departments of Gen- | 


eral Telephone System were announc- | ; ' 
: ie | potentials such as lightning arresters 


ed last month by Donald C. 


president. 

W. M. Driggs. who is currently di- 
rector of engineering in the opera- 
tions department of General Tele- 
phone Service Corp. in New 
will become operating vice president 
at General Telephone Co. of Ill., ef- 
fective August 16. 

Frank D. Reese. chief 
engineer of General Telephone Co. of 
Pennsylvania. will become engineer- 
ing director in the operations depart- 
ment of General Telephone Service 
New York City, effective 


currently 


Corp. in 
August 1. 
Harold A. Hahlbeck. 


vice 


who is cur- 
rently operating president of 
General Telephone Company of IIl., 
will become general plant manager 
for General Telephone Co. of Calif.. 
effective August 16. 

Louis D. Yard. 
plant manager for General Telephone 
of Calif., will become chief en- 
gineer for General Telephone Co. of 
the Southwest, effective September 1. 

Evert E. Karlsson, who is current- 
ly chief engineer for General Tele- 
phone Co. of the Southwest, will be- 


currently general 


Co. 


organizational changes | 


Advertisement 


CECOTITE Now Used in 
LIGHTNING ARRESTERS 


OOK Electric Company through its extensive 
research and development activities has pro- 
duced a new ceramic material known as Cecotite. This 


material, having extraordinary me- 
chanical, electrical and thermal char- 


| acteristics has made possible the de- 





pany’s 
.—' | ning arresters. 
Activities for the | 


velopment of Cook Electric Com- 
new MyrticapP series of light- 


A summary of the properties of 


| Cecotite ceramic shows it to have a 


hardness approximating that of the 
diamond. Its complete absence of 
moisture absorption compares it with 
glass as an electrical insulator and its 
thermal shock characteristics are 
comparable to high heat resistant 
metal and alloys. Therefore, in ap- 
plications of extremely high voltage 


| are subjected, the above combination 


of properties makes Cecotite ceramics 


| an ideal insulating material for high 


York, | 


potential arresters. 
The detailed properties of Cecotite 


| Ceramics are listed as follows: 


come special studies engineer in the 


operations department at General 
Telephone Service Corp. in New York 
City, effective September 16. 
Richard L. Ohlson, who is current- 
ly special studies engineer for Gen- 
eral Telephone Service Corp., will 
become chief engineer of General 
Telephone Co. of Pennsylvania. 
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41-474 
Screw-Type with 
Resiliant Electrodes 








Sectional view of assembled My- 
tigap for interchangeable use. 
Designed for interchangeability 





with other manufacturers’ ter- 
minals Part No. 41-474 


MECHANICAL PROPERTIES 


Compressive Strength (lbs/sq. in.) 
Impact Strength (ft. lbs/sq. in.) 
(Ibs/sq. in.) 
Flexural Strength (lbs/sq. in.) 


Tensile Strength 


Hardness (Moh’s scale) 
Specific Gravity 
Water Absorption (%) 


(gram/CC.) 


8.0 
3.7 
NONE 


ELECTRICAL PROPERTIES 


Dielectric Strength 


60 cycle 14,” thick ee Volts/Mil . 


Loss Partie at 1 MC .. 


Dielectric Constant at L MC ee aes re ree 
Dissipation naan: ; 


Te Value (°C) . 


240 
0.0120 
9.2 
0.0013 

700 


THERMO MECHANICAL PROPERTIES 


Softening Temperature °C ......2.2.......2.--.--s-0-eoe--s 1,300 
Safe long time operating temperature 1,000 
Linear Coefficient of Expansion/°C ................ 4.9 X 10-4 
Thermal Conductivity (watts/sq. cm./°C/Cm) .. 0.050 
Resistance to Thermal Shock .............................-- GOOD 


The principal intent of Mytigap de- 


| sign is to provide a low cost arrester 


which requires virtually no mainten- 
ance. The basis of this design was 
suggested by the successful perform- 
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ance characteristics of the automo- 
bile spark plug. 

For literature, samples, and infor- 
mation contact your nearest distribu- 
tor or telephone supply salesman. 
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Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 North 20th Street Philadelphia, Pa. 
Now Operating in 30 States 


OFFICES LOCATED AT 
Elkhart, Ind. - Tel. 2-5650 
Norwalk, Ohio - Tel. 3-023! 
Lansing, Mich. - Tel. 1V-5-7642 
Pekin, tl. - Tel. 6-6336 
Erie, Pa. - Tel. 2-4300 
Sumter, S. C. 


PERFORMANCE Has Built Our Business 


Ce 
LANT 
UCTION 


Conatauction (0. 


Missouri 


P UTI 
Davis CONSTR 








EVERT M. OSTLUND 


Development 
Telephone 


Planning Engineering 
Radio and Microwave 
Installations, Systems, Equipment 

Lake Mohawk 8635 Andover, N. J. 


JAY G. MITCHELL 


CONSULTING ENGINEER 
APPRAISALS—COSTS—PLANT 


7720 SHERIDAN ROAD CHICAGO 
FOR MAIL BOX 523 EVANSTON, ILLINOIS 





INSPECTION SERVICE 


“AT TIMBER TREATING PLANTS.” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preserving. 
Consulting and specifications writing. 
A. W. WILLIAMS INSPECTION CO., INC 
MOBILE, ALABAMA 
Inspectors stationed throughout the U.S.A. 





Installation Specialists 


CENTRAL OFFICES 
Installed-Modified-Removed 


COMMUNI-CATERING 


All Makes 
P. O. Box 6712 


CHICAGO 7, ILLINOIS 
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TELEPHONE PRINTING 


By People Who Know 
the Telephone Business. 
See the Suttle Catalog. 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 





CARL C. CRANE, INC. 


Consulting Engineers 


2702 Monroe Street, Madison 5, Wis. 
Telephone CEDAR 3-4210 











y TELEPHONE 
42-3341 


CULLOM & GHERTNER CO. 


PRINTERS * LITHOGRAPHERS 
600 21ST AVE., N. ¢ NASHVILLE, TENN. 





ACCOUNTING & AUDITING 
SERVICES 
Available to All Class A, B, & C, 
Telephone Companies Anywhere 
Write: Frank M. Clark 
Telephone Accounting Services 
3969 Ruckle St., Indianapolis 5, Indiana 


LUNSTRUCTION £0. 


ENGINEERING © CONSTRUCTION * MAINTENANCE 


TOPEKA, KANSAS PHONE 4-2621 





HARRIS-McBURNEY CO. 


PUBLIC UTILITY CONSTRUCTION 
A complete construction service for the 


telephone industry 
Construction Crews Engineering 
Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone ST 4-6126 
ox 267 Jackson, 


P.O Michigan 





a 
Es 


| E. G. Benoist Dies: 

| Car Hit Train In Rain 
EDMOND G. BENOIST, 48, 

| president and general commercial 

manager of the Automatic Electric 

Co., Chicago. killed July 12 


when his automobile crashed into a 


vice 


Was 








BENOIST 


EDMOND G. 


| Chesapeake & Ohio freight train at 
| a crossing two miles south of Bridg- 


| man. Mich. 

| Mr. Benoist. a native of St. Louis 
| and graduate of New Trier High 
school and Dartmouth College, had 
been with Automatic Electric since 


1930. His father, a telephone indus- 
try pioneer, is a former president of 
Automatic Electric. 

The son became assistant treasurer 
in 1933 and West Coast manager of 
sales in 1934. He worked with Euro- 
| pean affiliates in Antwerp, Belgium. 
| in 1935 and 1936, and held other 
administrative and executive 
before becoming a vice president in 
1954. 

Surviving besides Benoist’s father. 
Adelaide. and his brother. 
Mrs. Elmira Lee (Norman 


posts 





| his mother, 
is a sister. 
| H.) Ibsen. 

| Thomas J. Lyons Joins 
| Superior Cable C ,Orp. 
THE ADDITION of 


Lyons to the sales staff of the 


Hickory, N. C., 


Thomas J. 
Su- 


| perior Cable Corp.. 
| has been announced by James H. 
Bowman, vice president in charge of 


sales for the corporation. 

Mr. Lyons was formerly a division 
manager for the Cook Electric Co.. 
Chicago. and more recently the man- 


of the Fred Co. Gh 


ager Bromm 


cago. 
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MODEL 702 Ditcher can now be furnished with twin castors as an option. 


A TE&M Service Department 


Lh ed 3 10] ©) ST oe 





IN THIS issue our New Products’ editor describes: (1) twin 
castors wheel assembly; (2) a new double row jack panel; 
(3) a lightweight lever puller; (4) a new cable reel brake; (5) 
a new herbicide: and (6) a new over-the-floor extension cord. 


Twin Castors For 702 Ditcher 


ORIGINALLY developed for cus- 


tomers having special problems of 





service ditching in cramped, urban 
areas, the twin castor wheel assembly 
for Barber-Greene’s Model 702 
Ditcher will be offered as an 
optional on all machines of this type. 

Normally, the Model 702 is 
equipped with a single centrally lo- 
cated eastor, adequate for virtually 


now 


every application. However, in some 
types of urban service work, the twin 
castor, with two wheels mounted 24 
inches apart has advantages. 

For example, when laying service 
lines across paved streets, it is some- 
times the practice to break out the 
ahead of the 
reduce wear on the digging boom. 


pavement ditcher to 


Since the trench is dug through this 
broken out area. the single castor 
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wheel would also have to run through 
this rough path while the twin castor 
wheels would readily “straddle” the 
area. Faster rigging and more ac- 
curate control of grade and direction 
would result. 

The new twin castor assembly can 
be installed on any Model 702 now 
in the field with not more than four 
hours’ labor involved. 

For complete information and 
prices on the twin castor assembly for 
the Model 702 Ditcher, Check New 
Product 172. 


Jack Panel 


The Audio Development Co., has 


PJ-310 Double 





announced its new 
Row Jack Panel. 
The 


jacks mounted on 5x’ 


new panel provides for 52 


centers. It is 
constructed of molded black phenolic 
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plastic reinforced with steel for maxi- 
mum rigidity. It is 134” wide and fits 
a standard 19” relay rack. 

The PJ-340 comes complete with 
52 ADC type PJ-318 normally closed 





New jack panel. 


circuit jacks. Mounting brackets, de- 
signation strips, and jacks are plated 
to withstand a 50 hour salt spray 
test. 

This jack panel is equivalent to the 
Western Electric 230A. It is 
available without jacks as ADC type 
PJ-30.—For complete data, Check 
New Product 173. 


also 


New Lever Puller 


A LIGHT-WEIGHT lever puller, a 


safe. compact hand tool for lifting, 





lowering and dragging has been de- 
veloped by The Harrington Co. 

Known as the Peerless Pal lever 
puller, it has an oval-link chain, 
square drive rachet head in the op- 
erating handle and a friction holding 
brake. 

It is the only lever puller of this 
type with a detachable handle. The 
snatch block, which doubles capacity, 
can be installed without tools an- 
other exclusive feature. 

Designed for minimum headroom 
and to permit operation of the han- 
dle in any position of a complete 
circle, the Peerless Pal can be used 
to handle loads in both open and 
confined spaces. 

The puller uses oval-link chain. 
Flexible in all directions, the chain 
is easily handled. The chain and all 
other parts of the 1/,-ton unit can be 
stored in a small tool box with space 
left over to hold a snatch block. 

Also contributing to safe operation 
is the tubular handle, which begins 
to bend when the puller is overloaded 
and before the unit is harmed, breaks 
at 60 percent overload. Also, it has 
been designed so that the operator 
must pull harder as the load ap- 
proaches top capacity of the unit, 
thereby discouraging overloading. 

The standard hook travel for both 
the 14 and 14-ton units is five feet, 
but chain can be supplied for any 
leneth desired. Use of chain prevents 
change of ratio which occurs in de- 
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BUYERS’ 
GUIDE 


ADVERTISING. Directories — General Tele- 
phone Directory Co., 1800 Busse Highway, 
Des Plaines, fl.—[ADV. 1] 





BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 


BOOTHS—Acoustic Telephones — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 3] 


BORING MACHINES, EARTH Highway 
Trailer Co., Edgerton, Wis.—[ADV. 4] 


CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 5] 





CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, 11l.—[ADV. 6] 





PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
fowa.—[ADV. 7] 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 217 E. Main St., Spartan- 
burgh, $. C.—[ADV. 8] 





POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 9] 





PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 
12, I.—[ADV. 10]— 





REBUILT TELEPHONES & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, Ill_—[ADV. 11° 


WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., New Brunswick, N. J.— 
[ADV. 12] 





WIRE, Insulated Drop and Bronze of Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 13] 
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THE WORKING parts of the new 
Peerless Pal lever puller are housed 
in a space smaller than a fist. The 
hollow-tube handle will bend warn- 
ingly when unit is overloaded and 
will break at 60 percent overload. 


vices which wind multiple layers of 
steel cable around a drum. 

The friction brake holds a load at 
any location and lowers it smoothly. 
A light-weight aluminum housing 
protects the working parts from dam- 
age by dirt or rough handling. The 
14-ton unit weighs 534 pounds; the 
14-ton unit weighs 1134 pounds. 

Peerless Pal lever pullers are sold 
through distributors throughout the 
United States and Canada. The ex- 


| port agency is Ballagh & Thrall, Inc.. 


1505 Race Street, Philadelphia, Pa. 


| The 1/4,-ton unit is packaged in a neat 
74 | £ 
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metal box with carrying handle. 
Complete details are available, 


Check New Product 174. 


Over-the-floor Extension Cord 
CALLED “Electriduct.” this new 


over-the-floor electrical extension 
cord for offices, homes, workshops, 
and places where an electrical outlet 
is needed in the middle of the room 
is made of rubber. 

It’s stumble-proof and unobstruc- 
tive, eliminating serious accidents 
caused by tripping on messy tangled 
cords. Equipment on casters rolls 
over it easily. 

One end is plugged into a wall 
outlet and the other end has a two- 
way receptacle. The duct is 234 inch- 
es wide at the base, which rises from 
a feather edge to an apex of 7/16 
inch. Ribs on the underneath side 
prevent slipping on the floor and the 
enclosed wiring is safe from moisture. 
The complete duct system ready to 
plug into a wall outlet is available in 
standard 4, 5, 6 and 10 foot lengths. 
Special lengths are also available for 
custom installations. — For complete 
data, Check New Product 175. 


Cable Reel Brake 
A NEW TIME and labor saving 


cable reel brake manufactured by 
Utility Tool & Body Co., Clintonville. 
Wis., assures a steady pay-out of 
strand. 


Cable 








cable. wire or 


The Utility is 


Reel Brake 


New, over-the-floor extension cord. 
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Essential parts of new cable reel brake. 


simple in design and operation. It 
consists chiefly of a brake drum with 
band and adjusting bolt assembly, 
anchor for brake band, and a clamp 
for locking the cable reel to the 
spindle. 

The brake drum shaft is inserted 
into the bore of the tubular cable reel 
spindle and is welded to it. The 
anchor assembly of the brake is bolted 
to the trailer directly under the spin- 
dle support. The brake band is clamp- 
ed around the drum and is prevented 
from rotating by the anchor. The 
adjusting nut which is used for clamp- 
ing the band around the drum pro- 
vides a means for varying the braking 
force on the cable reel spindle. The 
brake band may be slipped on and 
off the drum as desired. 

In operation, tightening the ad- 
justing nut on the brake band gives 
the desired braking effect. The cable, 
wire or strand can then be paid out 
without danger of the reel unwind- 
ing too fast. 

The cable reel brake becomes an 
integral part of the cable reel trailer 
and is always ready for use. Or if de- 
sired the brake can be transferred 
from one trailer to another by ex- 
changing the spindle complete with 
brake. The unit is readily serviced; 
parts, if required, are available from 
stock. For complete information and 
prices, Check New Product 176. 


General Herbicide 
GEIGY AGRICULTRAL CHEMI- 


CALS has announced that claims 
have recently been accepted by the 
United States Department of Agri- 
culture for the use of Geigy Simazin 
for general weed control on non- 
cropped land. 
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Simazin has been extensively tested 
in the United States and Switzerland 
and has been sold in Europe as a 
general herbicide for the past two 
years. 

Simazin shows maximum activity 
on germinating weeds and should 
therefore be applied just before or 
during germination or emergence for 
best results. 

The manufacturer that 
when applied at a rate of 10 lbs. per 
acre prior to weed emergence, Geigy 
Simazin 50W will prevent growth for 
about one year of such grasses and 
broadleaf weeds as barnyard grass, 


reports 


witch grass, yellow foxtail, wild oats, 
crabgrass, broadleaf plantain, dande- 
lion, lamb’s quarters, pigweed, rag- 
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Installation of new cable reel brake is simple. 


weed, nightshade, purslane, velvet leaf 
and mustard. 

Samazin is relatively non-toxic to 
humans and domestic animals. It is 
non-corrosive and can be removed 
from spray equipment by merely 
washing thoroughly with water. The 
low solubility of Simazin causes it to 
remain in the upper layers of soil 
with a minimum of leaching. 

A wettable powder containing 50 
percent active ingredient, Geigy Sima- 
zin 50W is recommended for control 
of broadleaf and weeds in 
driveways, roadways, railroad beds, 


grassy 


walks, around buildings, industrial 
and in similar 
For complete data, Check 


sites non-cropped 
areas. 


New Product 177. 
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PLANT ENGINEERS — For large Inde- 
pendent Telephone Company. Some ex- 
perience necessary. In reply state age, edu- 
cational and employment history. Address 
reply to Personnel Supervisor, Rochester 
Telephone Corporation, 10 Franklin 
Street, Rochester 4, New York. 

























































CABLE SPLICERS, Station Installers, 
Equipment Installers, Linemen. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1211 Kenmore Avenue, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 





WANTED: Man with two or more years 
experience in Traffic Department to de- 
velop as an assistant to Traffic Superin- 
tendent. Some technical knowledge of 
central office equipment desirable but not 
essential. Large telephone company in 
the southwest. Good wages and working 
conditions with employe benefits. For 
interview write, Box 9069, c/o Telephone 
Eygineer Publishing Corporation, 7720 
North Sheridan Rd., Chicago, Illinois. 





WANTED: Telephone Installers, Installer 
Repairmen. State experience in applica- 
tion to W. C. Murphy, Superintendent, 
Southern Nevada Telephone Company, 
Las Vegas, Nevada. 


MANAGER WANTED: _ Independent 
Telephone Co. with 1100 stations in 
northwestern Illinois wants manager. Must 
have dial experience and be able to 
supervise all operations. Write: Port By- 
ron Telephone Company, Woodrow R. 
Bryan, Manager, 202 S. Main St., Port 
Byron, Illinois. 


STATION INSTALLER wanted by 
NEALE CONSTRUCTION COMPANY 
Centerville, Iowa 
Call or address A. H. Currier 
Telephone 794 
LINEMAN wanted by 
NEALE CONSTRUCTION COMPANY 
Centerville, Iowa 
Call or address A. H. Currier 
Telephone 794 


~~ SITUATION WANTED 


YOUNG MAN 35, now earning $10,000 
with 10 years experience and engineering 
degree. Has high type personality and ad- 
ministrative experience with class A com- 
pany. Direct work experience at top level 
in acquisitions, dial conversions, toll sep- 
aration studies, public relations, personnel 
administration, and successful union ne- 
gotiations. Will associate with progressive, 
profit minded company. Resume on re- 
quest. Write Box 9072, c/o Telephone 
Engineer Publishing Corp., 7720 N. Sheri- 
dan Rd., Chicago 26, Hlinois. 


Published in each issue of Telephone Engineer & Management. Advertising forms close on Ist & 15th of menth. 
Rates 15 cents a word except for Situation Wanted ads, which are only 10 cents per word. In figuring cost of 
ads, count each word of address in number of words used. AH ads payable in advance. Minimum charge—$2.00. 
Special rates for display ads on request. Send copy and box number replies to Telephone Engineer Publishing 


Corp., 7720 N. Sheridan Road, Chicago 26, IIl. 


| FOR SALE — Complete central office | 






















FOR SALE FOR SALE 














REBUILT EQUIPMENT 


with two position Kellogg universal board 
LEICH. #901—1600— 


with lighted supervision and 10 dial 














| trunks. 100 Leich and Kellogg magneto | 2500 Ohm __..___.___..@ $21.45 Ea. 
phones 1000 ohm. Vanlue Mutual Tele- | | WESTERN. #302 EW. 
phone Co., Vanlue, Ohio. Phone EV Ee ea @ $14.00 Ea. 
7-3245. MONOPHONES. 
= ~ ——— Type 40, Manual __. @ $13.50 Ea. 
ICH. -A. 

WESTERN ELECTRIC NO. 392 co pies 
LOUD BELLS SUBCYCLE. MODEL B. 
Refinished and tested, with con- Heavy Duty ______.._.@ $30.00 Ea. 

denser — $6.00 each. a MODEL or 4 
Telephone Equipment, Inc., QUOTATIONS. 





| stations. Send details to Box 9068, Tele- | 





F.0O.B. CHICAGO, ILL. 
INDEPENDENT TELEPHONE 
REPAIR CO. 

2137 West 21st St. Chicago 8, Ill. 


Montrose, Mich. 


For illustrated _ liter- 
on this pay- 

out, take-up wire reel, 

write 


Whitaker Reel 
Mfg. Co. Central Office Sets 
P. 0. Box 1318 Includes BD 96 Swhd 
MONROE, LOUISIANA | | BD 97 Panel 
eonen ater Brand New 
WANTED TO BUY $225.00 Per Set 


TALLEN CO., INC. 
159 Carlton Ave., 
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Desire telephone company of 400 or more | 


| phone Engineer Publishing Corp., 7720 | Brooklyn 5, N.Y. 
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N. Sheridan Road, Chicago 26, Illinois. 


STROMBERG-CARLSON SWITCHBOARD 


5 positions Stromberg-Carlson Junior Multiple 
Switchboard. Each equipped with 15 universal 
cord circuits per drawing No. S-10119 arranged 
for divided code ringing. No. 194-A and No. 
193-BB line and cut-off relays. 3 key shelves ar- 
ranged for but not equipped with type 33 Calcu- 
lagraph. Equipped for dialing on each cord circuit 
thus could be used for Toll Switchboard. Protec- 
tion, Power Supply and Batteries can be supplied 
if required. 





Whatever Your Needs .. . . It Pays to Call BUTELCO 


BUCKEYE TELEPHONE & SUPPLY CO. 


Phone HU. 8-0655 
| P. O. Box 5707 Columbus 21, Ohio 








S. W. Bell Ends 4-Party 
Service to Eight Towns 

THE KANSAS Corporation Com- 
several 


mission, last month, issued 
orders effecting Kansas Telephone 


companies, including permission to 


Southwestern Bell to withdraw four- | 


party service to eight towns. 


Lloyd Shank, KCC’s chief engineer | 
said S. W. Bell was permitted to | 
withdraw this service because it does | 
not fit into the nation-wide dialing | 


service. The four-party service was al- 
lowed to be withdrawn from La- 
Crosse, Florence, Leon, 
Solomon, Spivey, Washington and 
Yates Center. 

In other decisions the KCC: (1) 


Peabody, | 


Approved sale of the Piedemont Tele- | 
phone Co., Piedemont, by Leon D. | 


Wells for 


company 


Shepard to Robert L. 
$3.250. The Piedemont 


served 119 subscribers. 


(2) Permitted Mutual Telephone | 
Exchange to cease its switcher lines | 


to 98 customers at Bluff City and 
authorized Harber County Rural 
Telephone Association, Anthony, to 
serve the territory. Shank said the 
association will rebuild the system 


and convert it to dial when a federal | 


loan has been obtained. 


(3) Allowed Southwestern Bell a | 
increase | 


$5,180 annual rental rate 
for the Colby-Gem exchange serving 
2,500 customers. Bell recently spent 


$1,528.627 to convert the exchanges | 
at Colby and Gem to dial and com- 


bine them. 


(4) Approved a $90,000 addition- | 
al federal loan to the Reno Telephone | 
Association, Hutchinson, to pay con- | 


tractors for lines extended to addi- 
tional customers in small communi- 
ties in the Hutchinson area. 

















ANOTHER 
MAJOR IMPROVEMENT 


IN GALVANIZED 
TELEPHONE WIRE 


(rapo 
HTL-195 


The New LOWER RESISTANCE 
Extra-High Tensile Line Wire 








FOR EXTREME LONG-SPAN, LOW-COST RURAL LINES 


A combination of telephonic transmission qualities and 
physical strength never before attained in a galvanized steel 
telephone wire now is available in Crapo HTL-195. This new, 
extra-high tensile line wire with superior electrical characteris- 
tics makes possible spans to 600 feet in Heavy, 650 feet in 
Medium and 700 feet in Light Loading Districts. The result: 
up to 40% reduction in the number of pole structures required 
with marked savings in materials and in construction costs. 

The voice transmission effectiveness of Crapo HTL-195 is 
omparable to that of Crapo HTL-135 — the high tensile steel 
ine wire which has contributed so much to the expansion and 

provement of rural telephony. The telephonic transmission 
quality of both Crapo HTL-195 and Crapo HTL-135 is superior 
4 that of older grades of ferrous wire. 

Crapo HTL-195 can be employed to best advantage 
pre terrain and other conditions permit the use of extremely 
y spans, for joint use with power circuits and for extensions 
phe or more subscribers in remote areas. 

nvestigate the practical and economical advantages 

new, revolutionary conductor — product of continuing 
h by Indiana Steel & Wire Company, Inc., pioneers 





complete information, including Manual of Engi- 
ata, No. A-195. 
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| Kansas Company To Buy 


| Two United Exchanges 


0 pounds 


COMPRESSION 


| 


"| 


ALPHADUCT 


AVY 
/ WANA 


a, 
V4 


mx +f 








Alphaduct drop wire is designed 

and built to be the longest lasting 

drop wire you've ever installed. 

It's tested ... completely, thoroughly and 
often to make sure that every single 

coil is up to Alphaduct’s rigid standards. 


Here’s how the insulation 
is tested to make sure it won't crush. 


Short lengths of Alphaduct are 

placed between the steel plates of a 
compression testing machine. These 

plates are then forced together at uniform 

speed until the insulation crushes. 

Alphaduct parallel drop wire has to withstand 

a minimum load of 1500 pounds before 

it breaks. Each conductor of Alphaduct twisted pair 
will withstand a 1000 pound pressure. 


You don’t have to worry about a little 

rough handling breaking down this kind of tested 
insulation. Try Alphaduct drop wire. It’s 

dated, so you can see for yourself the extra wear it provides. 


ALPHADUCT wire AND CABLE COMPANY @ NEW BRUNSWICK, N.J. 


NATIONAL DISTRIBUTORS @ AUTOMATIC ELECTRIC SALES CORP., 
CHICAGO, ILLINOIS e@ LEICH SALES CORPORATION, CHICAGO, 
ILLINOIS. REGIONAL DISTRIBUTORS @ PANKEY SUPPLY CO., CHAR- 
LOTTESVILLE, VA. THE LINDSAY TELEPHONE SUPPLY CO., CLEVE- 
LAND, OHIO 








AN AGREEMENT to purchase the 
Selden and Rexford, Kans. exchanges 
for $70,000 from the United Tele- 
phone Co. of Kansas has been signed 
by the Rural Telephone Service Co., 
Lenora, according to Carroll Nelson, 
manager of the Lenora firm. 

Nelson said REA approval of a 
loan for the purchase hinges upon a 
survey of the systems. Until the loan 
is approved, the exchanges will con- 
tinue to be operated by United. 

Plans call for converting the Selden 
exchange to dial. The Rexford ex- 
change already has dial service but 
the system will be modified to tie in 
with the nationwide toll dialing net- 
work, Nelson said. 

Acquisition of the Selden and Rex- 
ford systems will bring the number 
of exchanges under operation of the 
Lenora firm to eight. Others are 
Lenora, Morland, Logan, Edmond, 
Damar, Palco, Selden and Rexford. 


Kellogg Names Watson 
To Ohio Sales Post 

O. C. BAILEY, general sales man- 
ager, Kellogg Switchboard & Supply 
Co., a Division of International Tele- 


phone & Telegraph Corp., has an- 


WILLIAM D. WATSON 


nounced the appointment of William 
D. Watson as field representative for 
the Western Ohio territory of the 
central Sales Division. He will report 
to Norman W. Eckhardt, division 
manager, Mansfield, Ohio. 

Prior to joining Kellogg as an in- 
stallation engineer in 1955, Mr. Wat- 
son spent four years with the Air 
Force. 
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is a big year for us Independents—it’s not only 
the 60th Anniversary of USITA, but also the 65th Anniver- 
sary of the dial telephone. The first installation of the new 
“Strowger Automatic Telephone Exchange” was made in 
1892—and from that day to this, Independent telephone 
companies have given their enthusiastic “OK” to Strowger 
Automatic equipment. 

Actually, the story of the dial telephone started before 
1892. If you wanted to set a specific date, it would probably 
be March 10, 1891. That was the day Almon Brown 
Strowger of Kansas City, Mo.—ex-Lieutenant in the U. S. 
Cavalry, school-teacher, businessman and sometime under- 
taker—received a United States Patent for a “new and usc- 
ful improvement in Automatic Telephone Exchanges.” 
And it was this patent that opened up the field of telephony 
—for, as everyone knows, it would have been impossible to 
reach anything like the present development with manual 
equipment. 

Strowger had conceived—and is said to have demon- 
strated with a round collar box and a paper of pins—an 
electrical mechanism that could first lift and then rotate a 
movable contact arm so that it could touch any desired one 
of a number of contacts arranged in rows on the inside of 
the cylinder. 

“If now,” Strowger reasoned, “you connected the mov- 
able contact to the telephone that controlled its movement, 
and then connected the fixed contacts to the other tele- 
phones in the system—then the ‘calling’ telephone could 
connect itself to any other telephone desired.” 

This was the inception of the first practical automatic 
telephone system—the system which today forms the basis 
of more automatic exchanges than all others combined. 

The Strowger Automatic Telephone Exchange was first 
proved practical in November, 1892, at La Porte, Indiana. 
In this installation, each telephone was connected to the 
automatic switchboard by five wires and had several push- 
buttons to send the impulses needed to control the switch- 
ing operation. 

This equipment was automatic, and it was perfectly 
practical, but its pushbutton operation was slow and not 
suitable for a larger exchange, where many impulses might 
be needed. There was need for a much simpler operation 
















Almon Brown er, whose Patent 
No. 447,918 was the first step toward 


today’s dial telephone. 


which could be adapted to larger systems. Automatic’s 
engineers worked on this problem. And from their work 
came the telephone dial—a basic improvement which has 
ever since been a part of the automatic telephone. 


The first Automatic Electric dial telephones were in- 
stalled in 1896, at Albion, New York, and Milwaukee, Wis- 
consin. The dial built into them was cumbersome and noisy 
by today’s standards, but it produced exactly the right 
number of electrical impulses—at correct and uniform 
speed—and thus opened the way to systems of any desired 
size. The dial, and the automatic switch itself, made up the 
two basic elements of automatic telephone switching ; upon 
them all subsequent development has been built. 

Meanwhile, the switch had been undergoing great 
changes, as new and larger exchanges were installed. Fol- 
lowing Strowger’s basic idea, the engineers simply made 
higger switches—up to 400-station capacity—that could 
directly reach every telephone in the system. But when it 
became evident that there would be definite limits to the 
size of such a system, Automatic’s engineers came up with 





















The world’s first “dial” telephone telephone sets in 
were put into use in 1896. First pe ae 
tions were at Albion, New York, and Mile 
waukee, Wisconsin. 








The City of La Porte, Indiana, situated sixty miles from Chicago 
on the Lake Shore & Michigan Southern R. R.. is the first city in the 


world to adopt an Automatic 





Telephone Exchange 








Under a Franchise granted July 1%, 1892, by the city of La Porte 









to the Strowger Automatic Telephone Exchange, a system has been com- 






pleted under its patents ant is now in operation 







This Invitation is issued for the purpose of convincing by a 


Practical demonstration to the electrical experts and to the scientific world, 





that through this 








sytem a degree of perfection has been reached that 


the uses of 














An early Strowger Automatic installation was made—prob- 
ably in 1909—at Pontiac, Illinois. 


will be 
the telephone 





of great commercial value and enhance many fold 





We will demonstrate that this system entirely obviates the 









many annoyances to which subscribers are at present subjected, besides 
being much more economical than the system now in use 
A special train for La Porte will leave the Lake Shore & Michigan 


Southern depot (Van Buren Street) Thursday, November 3, at 10:30 a. m., 













returning to Chicago at $:45 P.M 
Lunch and refreshments will be served on the train. 


Address 






























direct reply & 
J. HARRIS, Secretary 


401-403 Rookery, CHiCaGo. 


The opening of the first automatic telephone exchange was 
marked by suitable ceremonies. According to the La Porte 

‘ Daily Herald, 50 or 60 persons responded to this invitation. 
Among them were bankers, journalists and railroad men, 
some from France, Canada and Russia. 


the idea of using group-choosing switches, arranged to 
carry each connection through progressive subdivisions of 
the system, until the connection was completed to the 
specific line wanted. In one stroke, this idea removed all 
limitations on the size of automatic systems and laid the 
eroundwork for the tremendous dial networks we have 
today. 

From that time on, the development of Strowger Auto- 
matic equipment has been a continuous process. Automatic 
paystation service was introduced in 1905, and other auto- 
matic service features, such as intermittent ringing, busy 
tone, revertive ringing tone, and selective ringing on party 
lines, were introduced in the early years of the century. 

In fact, it is impossible to tell the story of the telephone, 

om that day to this, without telling about Strowger 

utomatic. 

This is 1957. And we don’t want to spend much time 

ioking back. But we do like to stop, once in a while, to Modern Strowger exchanges—sleek, precise and depend- 

member that it all started with that one patent—No. @ble—are still based on the principles of the patent issued 


(7.918. dated March 10, 1891. March 10, 1891. 


HERE’S STROW GER 
..- ACROSS THI 


Rosemount, Minnesota 

Immediately after a successful cutover to a larger dial system at 
Rosemount, Minnesota, these men are recording a peg count. They are 
Central Telephone Company’s K. H. Volk, Minnesota Traffic Manager; 
R. W. Martinson, Farmington Group Plant Supervisor, and Joe Four- 
nier, Minnesota Central Office Equipment Supervisor. Rosemount was 
originally converted to Strowger Automatic in 1947 to serve 276 sta- 
tions. Continued growth to its present 600 stations prompted the man- 
agement to install Automatic Electric Type 1] M-A-X equipment of 
300 lines capacity. 
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Suquamish, Washington 

Suquamish, Washington, a tributary of the Poulsbo exchange. of 
Poulsbo Rural Telephone Association, has been converted to 100 lines 
and 300 terminals of Strowger Automatic equipment. Exchange has all 
modern features, such as terminal-per-station, intercept service, “2-5” 
numbering, and inter-toll dialing. Smiling approval of the new equip- 
ment are (I. to r.) standing, Roy O. Ryan, assistant foreman; Jack 
Playter, lineman; Roger Serwold, lineman; Ray Claussen, general 
foreman; O. E. Serwold, Jr., President and General Manager; kneel- 
ing, Ben Tenczar, cable splicer, and Sam Sjursen, lineman. 
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Mt. Pleasant Mills, 
Pennsylvania 


In order to relieve some of the growing load 
on its Middleburg exchange, Middlecreek Valley 
Telephone Company, of Selinsgrove, Pennsy]- 
vania, installed a new exchange at Mt. Pleasant } 
Mills. The Strowger M-A-X equipment com- 
prises 80 lines with 100 terminals. The new 
exchange also serves Aline, Fremont and sur- & 
rounding areas previously served by the Mid- § 
dlieburg exchange. In the photo, Frank A. Eyer 
(foreground), General Manager of the Com- 
pany, and Robert K. Gaglione, his assistant, 
stand by the new equipment. 





The new HUdson 4 exchange—fourth Strowger 
exchange in Fayetteville, North Carolina—is 
located on the third floor of Carolina Tele- 


(Below) Standing against a backdrop of 
Strowger switches are Carolina Telephone and 
Telegraph’s A. N. Mason, Leonard Raby, M.C. 
Allen, and S. E. Baker, Automatic Electric's 
Walter Lee, and Carolina Telephone and Tele- 
graph’s W. D. Edmondson. 
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for Fayetteville, North Carolina 


—All Strowger, of course! 


phone and Telegraph Company’s toll center. 
































Addition of a fourth exchange and switching to “2-5” numbering on 
June 16 climaxed a two-year construction and expansion program in 
Carolina Telephone and Telegraph Company’s Fayetteville, North 
Carolina, territory. 

The new HUdson 4 exchange, installed in a third-story addition to 
the Fayetteville toll center, consists of 7,400 lines and 10,000 terminals 
of Strowger Automatic equipment. The three existing exchanges—now 
called HEmlock 2, HEmlock 3 and HYatt 7—total 10,300 lines and 
15,000 terminals. 

The tremendous growth of the area is shown by a few statistics sup- 
plied by Local Manager J. C. Coley. At the end of 1946 there were some 
6,600 telephones in Fayetteville; today, over 18,000 telephones are 
serving this growing city. The Carolina Company’s investment in the 
Fayetteville facilities alone is today approximately equal to that of 
the entire company in 1945, Mr. Coley pointed out. 

The new numbering system, and the placing of the new dial office 
in service, mark only one chapter in a never-ending story of growth 
and progress. “So long as Fayetteville continues to grow, the telephone 
company will continue expansion of its facilities to meet this area’s 
telephone needs,” Manager Coley said. 





YOUR Old Telephones 
MAY STILL BE Worth Something 


Dig out those old telephones! There’s a chance that 
Automatic Electric may be able to use them. 

We are looking for old—really old—model telephones 
for use in museum displays, traveling exhibits for tele- 
phone company use and display in Company offices. If the 
telephones were manufactured by Automatic Electric be- 
fore 1930, they may be just the ones we’re looking for! 

Here are the models most urgently needed: 

1892 La Porte push-button telephone 

1896 first dial telephone 

—— any models between this vintage and the following: 
1905 desk models 

1908 first two wire dial 

—— any models between this vintage and the following: 
1925 first black handset 

1929 first color handsets (Jade Green, Mahogany, Or- 
chid, Chinese Red, Nile Green, Royal Blue, Maroon, Wal- 
nut, Old Ivory—with either chromium or gold trim). 

If you have any of these telephones—or know where they 
may be obtained—please write (but do not send telephones 
at this time) to: Bruce Quisenberry, Automatic Electric 
Company, Northlake, Illinois. 

We'll gladly pay for any of the telephones we can use. 





La Porte push-button World's first dial 
telephone, 1892. telephone, 1896. 
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Automatic Electric Desk model Two-wire telephone First self-contained 
wall telephone, 1904. telephone, 1905. developed in 1908. Monophone, 1925. 





AUTOMATIC <> ELECTRIC 


A member of the General T. phone System - John Shorkey, Editor 
One of America’s great communications systems : 


Northlake, IMlinols 
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VEST POCKET NON-RESIDUAL 
CONTACT BURNISHER 


WITH 6 
REPLACEABLE 

BLADES 
Handy, practical. Dielectric black plastic 
barrel and cap permits working safely on 
“live contacts. 414" long x %” diameter. 


No. CB-5—with 6—.007” : 
thick blades — 
No. CB-54—with 6—.004” 
extra blades. 


thick blades 
Prompt Shipment 


P. K. MEUSES, INC. 
1205 W. Euclid Ave., Arlington Heights, Ill. 


UTILITY TOOL 
& BODY CO. 


CLINTONVILLE, WISCONSIN *-.) “ac 


Subscribe Now 


If you are not a regular reader 
of TELEPHONE ENGINEER AND 
MANAGEMENT you will prob- 
ably wish to place yourself i 

position to receive the big 
Fall Construction issue 

plus 23 other big issues 
that will be of help to you every 
day throughout the year. 


1 Year-24 Big Issues-$4. 00 


TELEPHONE ENGINEER & 
MANAGEMENT 

7720 Sheridan Road 

Chicago 26, Illinois 

Please send TELEPHONE ENGINEER 


& MANAGEMENT to me for 1 year. 


Name (Please Print) 


Street Address or Sen ‘Munlees 
Zone 
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By JOHN G. REYNOLDS 


Matter of Simple Honesty 

Nv! EVERYBODY regards pay telephones as slot 
machines that will pay off if you know the right 

combination. 

The Illinois Bell Telephone Co. reports that its 
“conscience fund” has been receiving some impressive 
contributions lately. 

One man mailed two quarters to President William 
V. Kahler, explaining they were returned to him in 
error by a pay phone. As a matter of “simple honesty,” 
he wrote, he was sending them back. 

Then, in a postscript, he suggested that as a matter 
of “honesty,” and to keep accounts straight, the tele- 
phone company should refund his postage. Kahler did. 

One pay phone user, who didn’t ask for postage. 
sent in a dime he received in error. He wrote: 

“First I thought, ‘It’s just a dime, so I'll keep it.’ 
But my conscience bothered me to the extent that I’m 
sending you this dime as I| wish to get it off my mind.” 


“Charge Dismissed” 


T SEEMS in Ontario, Canada, a subscriber can swear 

on the telephone. This fact came into being last 
month when Magistrate F. C. Cullen, in Toronto, ordered 
a charge of using obscene language over the telephone 
withdrawn because the Section of the Telephone Act 
pertaining to it is “unconstitutional.” 

The counsel for the accused, contended that the On- 
tario Government acted in a field where it had no 
authority when it legislated Section 88 of the Act, 
which deals with public morals. 

“Peace, order and good government are fields which 
come under the sole jurisdiction of the Federal Gov- 
ernment,” he said. “Morals are included in the Criminal 
Code and therefore are outside the jurisdiction of the 
Provinces.” 


“Just Whistle” 


QO of our readers tells us that inhabitants of 
Gomera, one of the Canary Islands, have used a 
unique method of communication for generations. 

The island is furrowed with deep gorges which the 
people talk across by whistling. The whistle codes de- 
veloped into a whistle language — with many tones and 
inflections. 

Until fairly recently, Gomera natives paid taxes only 
when it pleased them to do so. A warning of the tax- 
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collector’s arrival was whistled throughout the island, 
and frequently he was forced to return emptyhanded to 
the boat that had brought him. 


Voice From the Past 





Some of today’s communication ideas are not so new. 
We became convinced of this idea the other night 
when we ran across this statement in a 1909 issue of 
“Telephone Engineer”: — 

“Even in the face of the depression of the past year, 
the telephone business has shown steady gains which 
clearly brings out the fact that the telephone is now in 
the necessity instead of the luxury class ... The tele- 
phone companies are so industriously weaving their lines 
over the face of the country that soon it may come to 
pass that instead of a field of the cloth of gold of 
Francis I, we will have a field of the cloth of copper, 
each thread of which is playing its part in the binding 
together of the thoughts, the hopes, the ideals, the 
fancies, and the ambitions of the family, the state and 
the nation . 

“Perhaps in time to come the telephone lines of today 
may all be forgotten and Professor Ayrton’s picture of 
the future will be fulfilled: — ‘The day will come when 
copper wires, gutta Percha covers and iron bands are 
only to be found in museums, that a person who wishes 
to speak to a friend but does not know where he is, will 
call with an electrical voice which will be heard only 
by him who has a similarly tuned electric ear. He will 
cry ‘Where are you?’ and the answer will sound in 
his ear,‘l am in the depth of a mine,or the summit of the 
Andes, or on the broad ocean’ . . . or perhaps no voice 
will reply and he will know that his friend is dead.” 


THE HANDICAP 


GRAHAM 
HUNTER- 
























































GUY-GRIPS eliminate clamps and re- 
duce strand required . . . do not 
slip! Tests prove that even extra high- 
strength steel strand breaks outside 
the Guy-Grip when subjected to im- 
pact, repeated load or gradual ten- 
sion. Save 50% installation time. 


a, ° “ ~ 
eo 


~» fal z 


* oni diaes 





FOR “B" RURAL | 


PREFORMED DEAD-ENDS are the easiest-to-install, 
non-slip answer to dead-ending. Can be installed 


without cutting messenger. 


PREFORMED ARMOR RODS protect insulated mes- 
sengers against clamping pressure or abrasion 


damage. 


FOR DROP-WIRES 


DROP-WIRE DEAD-ENDS of stainless steel . .. 
Neoprene coated . . . cushion the grip; eliminate 
abrading or cutting through insulation; provide low 
radial pressure over the entire holding area. . 
damaging concentrated pressures. No slippage or 
cold flow. Multiple-wire bail prevents fatigue failure. 
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FOR “C" RURAL 


TANGENT SUPPORTS AND DEAD-ENDS 

Made of stainless steel for corrosion resistance, these Preformed Tangent Sup- 
ports and Dead-Ends are coated with Neoprene to cushion their grip and uni- 
formly distribute holding pressure. Designed for 2- #14 or 2-#12 “C" 
Rural conductors, they assure a low radial pressure over the entire holding 
area and prevent slipping, thus eliminating a major cause of resagging. Note 


multiple-wire bail of Dead-End. 
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"PREFORMED PRobucTS — 





FOR ALL MESSENGERS 


PREFORMED DEAD-ENDS AND SPLICES are the 
surest, safest and non-slip means of splicing and 
dead-ending all sizes of messengers. Easy to install 
. no tools required. 
PREFORMED LASHING RODS, individual Preformed 
Rods designed to lash cables to messengers require 
no clamps. Neat. Easy to install. No tools needed. 
Can be removed and reused. 







FOR SELF-SUPPORTING CABLE 


PREFORMED DEAD-ENDS AND LINE GUARDS with 
their large-area, uniform, low-pressure contact sur- 
faces are the only devices in their classification that 
can be used safely with plastic-covered multiple cable. 
They were specially designed upon request for this use. 
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Made in accordance with or for use under one or more of the following U.S. 
Patents: 2,275,019; 2,587,521; 2,609,653; 2,691,865; other patents pending. 
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THE NICO-TAP IS SPLIT 


THERE 1S NO NEED OF CUTTING THE LINE 
TO MAKE THE CONNECTION—JUST SLIP THE 
SLEEVE OVER THE LINE WIRE AND COMPRESS 
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12 BWG TO 12 BWG 
Stock No, T2-109D 


12 BWG TO No. 17-18 DROP WIRE 
Stock No. T2-109 x 045D 


17-18 B&S TO 17-18 B&S 
Stock No. 12-0458 


The National Telephone Supply Company 


5100 SUPERIOR AVENUE e CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 
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